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Sectional View of Storm-Proof Hanger and Rail 
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‘THs illustration shows very clearly the extra length of the new cover. 
We have added 114 inches, bringing the cover down to a point where 
it fully protects the opening above the top of the door. 


Note the Tite-Fit, Storm-Proof feature at the top, the perfect tread for 
the wheels and the roller bearings with which each wheel is equipped. 











Tear Out This Page— 


Show it to the next farmer who comes in! 


NATIONAL MFG. COMPANY 


STERLING, ILLINOIS 
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25,000 More! 


Honest and Able Country Papers All Over the United States Are Wrecked by the Ruthless 
Print Paper Trust! 


Copyright 1916 loterserions! News Service 


THE INNOCENT BYSTANDER THE TRAIL OF THE DESTROYER 
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Meeting the Want Book Problem 


How a Number of Representative Merchants Prevent Stock 


Shortages—Printed Slips Often Better Than Books 


NDER conditions such as prevail at the present 
time, when one of the greatest difficulties a 
merchant meets is experienced in securing 

goods promptly from manufacturers or jobbers, it is 


The little tag hanging on the outside of the drawer 

indicates that the stock is low. This method is used 

by the Henry Mohr Hardware Company, Tacoma, 
Wash. 


easy to make excuses fos shortages in stock and to 
ease our consciences by blaming it all on the war. 
But whatever apologies we may make we all know 
when we look at the matter with an impartial eye 
that we are often caught “just out” of certain items 
when, even in these trying times that bring gray 
hairs early to the buyer’s head, there is no sound 
reason for such acondition. It is the result of care- 
lessness, oversight or a lack of proper methods. 

Doing business without a system of recording 
shortages in stock which really records, is like fish- 
ing with an old seine full of holes. The store that 
can fill orders to-day, all other conditions being 
equal, has a much better chance of landing all the 
catch than the store that is continually “just out” 
and that will “have some to-morrow” or “next 
week.” This condition which seems to be far too 
prevalent with many stores represents a really 
chronic profit-stealing leak. 

A good hardware store has just two things to 
sell—hardware and service. If a store is constantly 
obliged to turn away customers because the stock 
has been allowed to run down, it can sell neither 
the amount of hardware it should nor the proper 
service that is a necessary part of every successful 
business. 

The finest, most elaborate system is bound to lose 
much of its real value unless it has the whole- 


hearted support of every man in the store force, 
The first step is to impress most strongly on every 
man who comes in contact with the stock, from the 
cub clerk to the oldest salesman, that every shortage 
should be written as soon as it is discovered where 
it will promptly come to the attention of the buyer, 
It should not be told to him by word of mouth, nor 
put aside to be written during a lull in the day’s 
activities. And to get real results from the co- 
operation of the sales force, the writing of these 
wants should be made as easy as possible. No mat- 
ter what particular form the want book may take, 
whether it is in reality a book, a pad or printed slips 
or a sheet of paper, arrangement should be made so 
that the book or pad or sheet comes almost auto- 
matically to the salesman’s hand whenever he finds 
a shortage and wants to make a record of it. 


Individual Books 


One of the best known and most widely used 
methods is to provide each salesman with a small 
note book which he can carry with him. These are 
in some cases turned in each evening at closing 
time. In some stores each clerk transfers his nota- 
tions to the large want book. This method has obvi- 
ous advantages over the use of one large book that 
has no others to supplement it. 

A system similar to this is used by the Churciill 
Hardware Company, Galesburg, Ill. One book is 
kept in the office and another on the main floor near 
one of the cash registers, a place easily accessible 
from all parts of the store. Each salesman carries 
a small book in his pocket and at the close of each 
day’s business he copies from this book into one 
of the large ones, which are divided into depart- 
ments, the items that he has entered during the day. 
Before purchases are made the head of each depart- 
ment is given a list of the articles in his section 
of the store. His duty is to give an accurate in- 
ventory of each item and present it to the buyer. 
This method is simple and highly efficient when 
combined with a force of salesmen with good memo- 
ries and a natural aptitude for discovering holes 
in the stock. 

Shortage Signals 

In the store of the Henry Mohr Hardware Com- 
pany, Tacoma, Wash., a system is used that is at 
once unique and practical. A large want book is 
kept in the center of the store and two supplemental 
books are placed where they are easily accessible. 
In certain departments the wants are written 
slips and sent to the office. There is very little out 
of the ordinary in these methods so far. But here 
enters the distinctive feature. On each of the 
drawers in this store a small red tag is fastened 
by means of a string to the upper front edge. 
Ordinarily it hangs inside the drawer out of sight. 
When a salesman finds the stock in a certain drawer 
needs replenishing he pulls the tag over the edge 
and leaves it exposed on the outside. Each morning 
a stock clerk either fills the drawers from a reserve 
supply or makes an entry on the proper want boo 
if it has not already been made. With this method 
in force it is very seldom that one learns that the 
Henry Mohr Hardware Company is “just out” of an 
item. In addition, the selling stock each morning 
is made ready for a big day’s business. 
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At the left is reproduced the upper portion of the want slip used by the Pierson Hardware Company, Pittsfield, 
Mass., in connection with a system of stock cards, one of which is illustrated at the right 


Improving the Want Book 


Valuable as the want book is it shows in many 
cases the need of radical improvement. The usual 
entries seems to be like these: ‘Ash cans, lanterns, 
wheelbarrows.” Before purchases are made the 
buyer must secure an inventory of the goods needed. 
This information can often be supplied by the sales- 
man himself at the time the shortage is discovered. 
Imagine how much the value of the want book would 
be improved if the entries told the exact condition 
of each particular stock. Of course it is an impos- 
sibility to take an inventory of screws, bolts or 
similar goods whenever a shortage is found but with 
many lines that do not include a wide range of sizes 
it is entirely feasible and practical. Then when the 
purchaser turns to his book he has immediately 
available a record by which to govern his pur- 
chases. In that if in no other feature the average 
want book can be profitably improved. 

But at its best such a want book can tell merely 
the items that are needed and the amount of stock 
on hand of each. Its service, or that of a substi- 
tute, should extend much further than that. It 
should tell of goods called for that are not carried 
in stock. How is the buyer to know the trend of 
popular demand unless his judgment is based on 
actual inquiries? Then there are often complaints 
made in a store that certain items in the stock are 
higher in price than those of a competitor. Some- 
times these differences are born in the imagination 
of the customer but for his own information the 


manager should know as often as possible of any 
margin between his prices and those of other stores. 
Often some member of the force discovers that a 
competitor has higher prices on certain items. This 
also is information that the manager should have. 
When fault is found with any article the matter 
may be_adjusted promptly and forgotten but the 
man in charge certainly ought to know about such 
complaints in order that he may take steps to pre- 
vent their recurrence. 


A Useful Slip 


Instead of making entries directly into a want 
book, the Pierson Hardware Company, Pittsfield, 
Mass., uses a printed slip that meets with practi- 
cally all the requirements we have mentioned. Each 
sheet measures 3'2 x 51% in. and is printed as 
shown in the illustration accompanying this article. 
It tells of stock that is low and stock that is ex- 
hausted; it gives information on articles called for 
not in stock; it brings to the attention of the man 
in charge competitors’ prices that are higher or 
lower than those of the Pierson Hardware Com- 
pany and it tells of fault that is found with any 
article. There is space for the date and for the 
name of the salesman. 

Several pads of these slips are kept in various 
parts of this store where they are always ready for 
the use of the salesmen. As soon as they are filled 
out, they are sent directly to the office where they 
are placed on the buyer’s desk. Those seeming to 





Fill out each night and return to H. M. G. 
Goods out , 
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Calls for goods not carried in stock 
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PALACE HARDWARE HOUSE 


DEPARTMENT NO. CLERK NO._____. 


+GOODS ASKED FOR BY CUSTOMER: 














CUSTOMER WAS NOT SUPPLIED FOR THE 
FOLLOWING REASON: 
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_ cut at the left illustrates the want book substitute used by the Gardner Hardware Company, Minneapolis, 


mn. The Palace Hardware House, Erie, Pa., 


has adopted a special slip, shown at the right, to supplement 


the want books 
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The Mohr-Jones Hardware Company, Racine, Wis., employs sheets like the one illustrated at the left. 

















The 


other cut is of a slip used by the Holmes Hardware Company, Pueblo, Col. 


demand immediate attention are used as a basis 
for orders to be sent out at once. Those calling for 
assorted goods which can be grouped and bought 
upon the arrival of a salesman, are entered by the 
buyer in his own want book with the salesman’s let- 
ter or private mark as a guide. Then when the time 
for ordering arrives the salesman who made the 
notation or the head of the department is given a 
stock card to fill out and date so that the buyer 
may know the exact condition of the stock. 


An Efficient Stock Card 


This stock card is a simple but valuable means 
of ascertaining the purchases for any given period 
of time. It measures 5 x 8 in. and is ruled as 
shown in our illustration. It will be seen from the 
card we reproduce that on Jan. 13, 1915, there were 
nine 1l-gal. jacket cans on hand, none of the 5-gal. 
size, and eleven of those holding 10 gal. The small 
figures placed in the upper right-hand corner of 
the original card are written in red ink, and show 
that twenty-four of the 5-gal. size were boughi, 
while the stock of both other sizes was considered 
at that time sufficient. 

These cards serve as guides in making future pur- 
chases and give at once accurate information re- 
gard the growth or depreciation of business in any 
or all of the departments. In addition they show 


on which specific items the increase or slump is 
greatest. But it is essential, if cards of this kind 
are used, that they must be kept strictly up to date 
each time a purchase is made. Otherwise, they 
could be seriously misleading. If a purchase was 
omitted from the stock cards they would soon be so 
much out of proportion as to be a positive danger 
rather than a help. Stock cards and want slips, like 
every record connected with the store, should be 
accurate. 


Slips Are Popular 


In a number of hardware stores the method of 
using small sheets of paper on which to make nota- 
tions of stock shortages is much preferred to that 
of making the entries directly in the want book. 
Some dealers use the back of sales slips, pinning 
them on convenient spindles to be collected at the 
end of the day and entered in the regular want book. 
The memorandum pad on the cash register is some- 
times used for the same purpose. But the printed 
slip is very inexpensive and its additional value 
should in most cases more than off-set the cost. 

The slip used by J. Russell & Co., Holyoke, Mass., 
combines many very valuable features. It measures 
41, x 534 in. When stock is discovered to be short 
a description of it is written in the space left for 
that purpose and in the proper column to the left 


A sample page from the stock book of the Barrett Hardware Company, Joliet, Ill. A portion has been cut off 


the right hand side and the lower part of the page. 


The page number, in the original, appears at the far right 


hand edge 
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When possibile give exact stock of other items of 
same class. 


Deliver Dally to Buyer's Desk. 














Slips like these are used by Morehouse & Wells, Decatur, Ill. 


is written the number on hand. One slip is used 
for each article or class of articles needed. 

After the sheet is sent to the office the date of the 
requisition is placed in the upper right-hand corner. 
As soon as the goods are ordered, the purchase order 
number, the firm from which the articles were 
bought, the date delivery must be made and the 
method of shipping are plainly marked on it. Each 
department has slips of a different color. The 
sheets themselves are filed directly so that no trans- 
ferring to a different book is needed. It can easily 
be seen how this method cuts down the amount of 
clerical work needed in ordering goods. As soon as 
the invoice is received and checked, the slips are re- 
moved from the file and destroyed. 

In addition to the regular want books kept in the 
various departments of the store, the Palace Hard- 
ware House, Erie, Pa., has a specially printed slip 
4¥4-in. sq. for use in keeping a record of goods 
called for not in stock and for ascertaining the rea- 
sons why customers leave the store without purchas- 
ing. A special box is kept in each department in 
which the slips are placed after being signed by the 
department head. They are then collected each day 
and taken to the main office. 

Morehouse & Wells, Decatur, Ill., use two small 
sheets of different colors in connection with a whole- 
sale and retail business. They are 3% x 5 in. 
One of these is a stock report. The other is for 
bringing to the attention of the buyer the goods 
called for but not carried in stock. One feature 
of the stock slip is that a sentence at the bottom 
of it tells the salesman to give whenever possible 
the exact stock of other items of the same class so 
that duplicate purchases will not be made. 

Instead of padded slips, the Holmes Hardware 
Company, Pueblo, Col., uses a small card measuring 
2%, x 5 in. Every morning each employee writes 
his name and the date on one of these cards. 
During the day, whenever he notices stock that is 
low, he makes a notation of it on his card; this 
is taken to the office at closing time. 

The want sheets used by the Mohr-Jones Hard- 
ware Company, Racine, Wis., measures 61% x 71% in. 
They are bound in book form, and perforated near 
the binding so that they may be easily torn out. 
After the sheets are given to the store manager 
each evening, requisitions are made out and placed 
with the buyer. 

The little want pads, 3 x 5 in., used by the Dan- 
bury Hardware Company, Danbury, Conn., answer 
for both stock and special orders. The pads are 
placed in many sections of the store so that no 
matter where a salesman may be, one of the pads 
will be at hand for use. From the notations on 


these slips the various department heads make daily 
entries in the large want book from which orders 
are sent out. 

The slip used by the Gardner Hardware Com- 
pany, Minneapolis, Minn., is only 41% in. square, but 
it combines practically all the valuable features 
which we mentioned earlier in this article. It gets 
the information directly to the purchaser with a 
minimum of trouble. 


A Valuable Stock Book 


One of the best auxiliaries for a good system of 
recording wants is a stock book or a method of 
using stock cards. The latter we have already men- 
tioned in connection with the want slips of the 
Pierson Hardware Company. The Barrett Hard- 
ware Company, Joliet, Ill., has a stock book that 
is of great practical value, though the company 
admits it might be improved slightly by reducing 
the size of the pages, which at the present measure 
10 x 16 in. Still that is merely a technicality and 
injures the efficiency of the book to no appreciable 
extent. 

The amounts from other pages covering the 
identical items are brought forward in the first 
column. For instance, on the sample sheet which 
we reproduce, the first column shows that from 
Aug. 31, 1914, to March 10, 1916, 34 doz. packages 
of clinch nails, size 34 x 16 and 334 doz. packages 
of 4/8 x 16 nails were bought. The column marked 


A card index system such as this has proved a very 
satisfactory method of handling wants in the store of 
H. G. Cormick, Centralia, Ill. 
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This slip has cut down the clerical work of J. Russell 
& Company, Holyoke, Mass., in ordering goods 


“stock” tells that there were on March 10, 1916, 
6 doz. packages of the first size in stock, which was 
considered a sufficiently large number. Conse- 
quently no more were ordered. But though the 
record illustrates that there were 21 doz. of the 4/8 
x 16 size on hand, we find by looking back that a 
great many more of this particular size had been 
sold in the past. So 10 doz. more, marked in red 
ink in the next column, were bought. 

The strange fact, considering the simplicity of a 
book of this kind, the ease with which it can be 
kept up to date and its value as an index of the 
progress of the business, is that such a compara- 
tively small number of stores have adopted a method 
of this kind. A stock book or a system of stock 
ecards, both of which have highly commendable 
features, is really an indicator of the pulse beat of 
a business. If sales on certain lines are falling 
off and others are increasing the stock book or cards 
show the true amount and the proportionate loss 
or gain, factors in a retail business that are far too 
seldom known. 


Commendable Simplicity 


For actual simplicity the system used by H. G. 
Cormick, Centralia, Ill., could hardly be bettered. 
It takes the form of a card index system. The box is 
divided into four compartments. In the first section 
are blank slips of paper. On these are written the 
items wanted, one to each sheet. They are then put 
into the next compartment. The third section con- 
tains a departmental index of the stock arranged 
in the order of its importance. The silps are taken 
from the second compartment and filed after each 
day’s business in close order behind the guides in- 
dicating the proper departments. When the goods 
are ordered the slip is marked with a memorandum 
of the quantity, the price and the firm from which 
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This little sheet adopted by the Danbury Hardware 
Company, Danbury, Conn., serves as a requisition for 
both stock and special orders 
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the purchase was made. These slips are then placed 
in the fourth compartment, behind guides similar 
to those used in the third section, and kept there 
until the invoice is received and checked, when the 
slips are destroyed. This system has the advantage 
of having all unbought items directly before the 
buyer when he is making a purchase. It is simple, 
compact and can easily be adapted to any store 
system. 

The method of using printed slips will commend 
itself to most merchants. It is more simple, more’ 
practicable in most cases than the making of entries 
direct into one or more books, and it has greater 
possibilities for rendering service to the store than 
the want book can possibly have. 

It may be that varying conditions will prevent 
some of these methods from being adopted in their 
entirety. The ones described here have been tested 
thoroughly and have answered their purpose well 
and even though some changes may be necessary to 
meet different conditions, the taking of a good point 
here and another there will soon develop a solution 
to fit any problems of this kind. 


Coming Conventions 


THE NATIONAL HARDWARE ASSOCIATION AND THE 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 17, 18, 19, 20, 1916. Headquarters, 
Marlborough-Blenheim, for both associations. F. D, 
Mitchell, 233 Broadway, New York, secretary-treas- 
urer American Hardware Manufacturers’ Associa- 
tion, and T. James Fernley, 505 Arch Street, Phila- 
delphia, Pa., secretary-treasurer National Hardware 
Association. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
Feb. 1, 1917. M. L. Corey, secretary, Argos, Ind, 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION AND NEW YORK STATE RETAIL 
HARDWARE ASSOCIATION JOINT ANNUAL CONVEN- 
TION AND EXHIBITION, Feb. 6, 7, 8, 9, 1917. Head- 
quarters, Hotel Astor, for both associations. The 
exhibition will be held in Madison Square Garden 
auditorium. W. P. Lewis, Huntingdon, Pa., secre- 
tary-treasurer Pennsylvania and Atlantic Seaboard 
Hardware Association, and John B. Foley, Kirk 
Building, Syracuse, N. Y., secretary New York State 
Retail Hardware Association. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P.J. Jacobs, secretary, Stevens Point, Wis. 

NorTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Feb. 14, 15, 16, 1917. The place of 
meeting has not yet been decided upon, but will be 
announced later. C. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul Auditorium, St. Paul, Minn., Feb. 
20, 21, 22, 28, 1917. H. O. Roberts, secretary, 1032 
Metropolitan Life Building, Minneapolis, Minn. 

THE OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Dayton, Feb. 20, 21, 22, 23, 1917. 
Exhibition will be held in Memorial Hall. James 
B. Carson, secretary, Dayton, Ohio. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Sioux Falls, Feb. 27, 
28, March 1, 2, 1917. H. C, Parker, secretary, 
Murdo, S. D. 








What Hardware Men Think of the 
Middleman 


Letters from Well-Known Men in the Trade Commenting 
Upon the Article in Hardware Age August 10 


Importance of Retail Merchant 


To the Editor: 

On trying to get the middleman out of business 
I would say the United States Government has not 
awakened to the importance of the retail merchant 
as a factor in the State. 

The retail merchant is not recognized in Wash- 
ington as the most important person in the com- 
munity or town which is the unit out of which a 
State is made. 

If the retail merchant should be lost to the town 
it would mean no town and all commercial inter- 
ests would then be centered in the city because the 
fight for the existence of the retail merchant is not 
for the man in the retail business in the city but 
for the man in the small town. 

It is a deplorable fact that the man in the retail 
business is not always efficient, but he is not a need- 
less middleman. He is, on the contrary, a most im- 
portant distributing agent so that the Government 
should get busy in an effort to make him what he 
ought to be instead of making it more and more 
difficult for him to do business and more and more 
easy for the city to hitch up with his customers. 

Providing the city could and would sell better 
goods for the same money or the same goods for 
less money, the retail merchant should not complain 
but the live merchant knows that it is only expert 
advertising and price manipulation which is lead- 
ing his customers to buy much more than they are 
needing while paying more than it could be sold 
for by a live, up-to-date merchant in the town. 

Therefore, instead of trying to help a big mer- 
chant to do business in a big city, why not help a 
little merchant to do business in a little town? 

If the Government wants to slam why not slam 
the city merchant and show how he takes advan- 
tage of the farmer by a cheap price advertised 
which is possibly 25 per cent below cost, but on an 
article not sold or only occasionally; he also makes 
all the other prices on this same line as much and 
=v more than the live country merchant would 
ask. 

Suppose, for argument’s sake, the farmer could 
combine and buy his twine at the same price as the 
retail merchant, what about the large percentage 
who could not join with them because of not hav- 
ing the cash? 

Why does not the Government try to persuade the 
retail merchants to get together for their own truck 
garden? 

We can hardly blame the men sent to Washing- 
ton, as there is not much for them to do, so that 
in their desperation they hunt for something that 
will get their name in the home town paper. 

They have discovered this middleman, but they 
have not yet discovered how to reason from cause 
to effect or they could see that they were working 
against the interests of the people they were 
elected to serve. 

Yours truly, 
H. O. RoBERTs, Secretary, 
Minnesota Retail Hardware Association. 
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Care Taken of Farmers 


CHICAGO, ILL. 
To the Editor: 

Co-operative buying among the farmers is some- 
thing which has been done to a greater or less ex- 
tent for many years, but it has never amounted to 
anything as far as our experience shows. 

As a general proposition, the farmers are able to 
buy their wants at reasonable prices either from 
their own local merchants or from catalog houses 
and they do not feel that there is any necessity for 
co-operative buying organizations among them- 
selves. 

We do not believe that circulars issued by the De- 
partment of Agriculture at Washington are going 
to make any difference in this respect because the 
farmers realize that they are well taken care of with 
their present buying facilities. 

We are glad to see that you discourage in your 
magazine the formation of such organizations. 

Yours very truly, 
J. J. CHARLES, President. 
Hibbard, Spencer, Bartlett & Co. 


Pamphlet Lacking in Detail 


Murpo, S. D. 
To the Editor: 

I was much interested in reading the article by 
your Washington correspondent regarding the effort 
of the Government of the United States to encour- 
age the organization of buying schemes of more or 
less doubtful value to the farmer. 

It should be the policy of our Government to be 
absolutely fair with all its citizens, as all are tax- 
payers in proportion to the ‘amount owned, and 
should be entitled to the same consideration. 

The hardware trade as a whole should make it 
known to their local members of Congress that the 
pamphlet referred to is hardly in line with the func- 
tions of the Government, and that it is not as de- 
tailed in setting forth the difficulties to be over- 
come as it should be. 

Very truly yours, 
H. C. PARKER, Secretary, 
South Dakota Retail Hardware Association. 


Co-operation Lacking on 
Legislation 


MARSHALLTOWN, IOWA. 
To the Editor: 

The question of the middleman is one I have had 
up with our congressman and senators at Washing- 
ton and I doubt very much if there is any possible 
chance of this bill ever leaving the committee’s 
room. Our congressman was very much opposed to 
any such measure. In fact when I was chairman of 
the T. R. committee I had quite a correspondence 
regarding this bill with Senator Fletcher of Florida, 
who seems to be the father of this measure. 
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Here is a chance for the Florida Hardware mer- 
chants to get busy and see if they cannot switch 
him off from such a dangerous business proposition. 

The great trouble with the hardware merchants 
to-day, is that they are not organized on legislation. 
So many of them follow the line of least resistance 
on these measures that it is hard to get co-operation. 

Yours very truly, 
L. C. ABBOTT, 
Abbott & Son. 


Government Experts Com- 
mence at Wrong End 


DAYTON, OHIO. 
To the Editor: 

I do not believe any movement in favor of co- 
operative buying among farmers can ever be suc- 
cessful when it has for its sole object the buying 
of supplies. 

It seems to me that most of our experts in the 
Government service along this line commence at 
the wrong end. Buying is not the principal busi- 
ness of the farmer, his main business is in raising 
his crop and selling it to the best advantage, and 
it is along this line that help and encouragement 
must come. Help to raise more off the ground he 
is working; protection against pests of various 
kinds (his home dealer is not included in this list) ; 
and encouragement to co-operate with his neighbor 
who may be either his home merchant or his neigh- 
bor farmer. 

Mr. Bassett says there is no reason why the far- 
mer should not organize, and I think he is right. 
There is no reason, but the object of his organiza- 
tion should be tu make a better farmer of himself 
so that the service he can render to the world may 
be greater. Every community should have an or- 
ganization to raise the standard of that community. 
But an organization with the object in view as sug- 
gested by the article in HARDWARE AGE under date 
of Aug. 10, made for the sole purpose of buying, 
based upon selfishness, will not hold together. A 
few years ago, some of our members thought our 
association could be turned into a buying power, but 
it was very quickly demonstrated that this was not 
the purpose of our organization. 

Every once in awhile some public official seems 
to think he has been especially ordained to take 
care of the farmer and keep the rest of the world 
from taking an unfair advantage of him; but our 
farmers do not take them seriously, for they are 
better able to take care of themselves and to give 
advice than the ones who usually give it to them, 
and our home merchants and our farmers will con- 
tinue to work hand in hand regardless of the advice 
sent out by people who do not understand condi- 
tions or perhaps never lived upon a farm. 

If every State did not have numerous manufac- 
turers who make similar lines of goods, and every 
city and town did not have merchants selling these 
different lines of goods, all made good so that one 
farmer will like one and his neighbor will like the 
other, a buying organization might be maintained. 
But even then we have no proof that the farmer 
would buy his supplies cheaper than he does now. 
The farmer who pays cash for what he gets, usu- 
ally gets all the profit there is in the article he 
buys, because all the merhants want his trade. 


Yours very truly, 
JAMES B. CARSON, Secretary. 


Ohio Hardware Association. 
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Co-operation Buying a Failure 


BRODHEAD, Wis, 
To the Editor: 

Co-operative buying and selling for the agricul- 
turist sounds all right, but in our county, where it 
has been tried out in many ways, it has proved a 
failure. We have a co-operative store here that was 
started three years ago or more, which was to be 
run on the same plan as mentioned in HARDWAGE 
AGE of Aug. 10. All goods were to be sold at 
regular retail prices, and at the end of the year the 
shareholder was to receive back double the amount 
from the profits as the customer who did not have 
stock. So far there has been no dividend to come 
back. About a year ago several farmers clubbed 
together and bought a carload of cedar posts and, 
of course, the first ones took the straight ones. The 
last three farmers to get theirs refused to take them 
as the culls only were left; this ending in a neigh- 
borhood quarrel. 

We have an implement concern here, the stock of 
which is owned by farmers; many of them live near 
here and the majority of them buy their imple 
ments of other dealers who handle the tried-out and 
well-known brands of machinery of other manufac- 
turers. 

Co-operative selling of live stock has been tried 
out here for about one year, with little or no suc- 
cess. Not long ago one farmer had two hogs die en 
route, which had to be sold for soap grease, thus 
realizing very little for his pork. That was enough 
for him. He now sells to the local dealer and if a 
hog dies the loss is figured on the whole load and 
he don’t have to stand it all. It looks like a good 
scheme for the politician to get votes and have the 
whole people stand the expense the same as we are 
now doing on the rural free delivery routes. 

Yours truly, 
J. B. PIERCE, 


Brodhead Hardware Company. 


Buying Organizations More 
Dangerous than Catalog 
Houses 


St. Louis, Mo. 
To the Editor: 

Regarding the action of the Department of Agri- 
culture encouraging the development of co-opera- 
tive buying among farmers and rural residents: 

Buying organizations of this kind, to my mind, 
are even more dangerous than the catalog houses. 

We now have several farmers in St. Louis County 
just outside of St. Louis who term themselves deal- 
ers and who buy implements and hardware for their 
neighbor farmers and demoralize prices. The St. 
Louis Retail Hardware Association has succeeded 
in stopping them from buying hardware, but cannot 
do anything with the implement houses. 

If the department at Washington is going to en- 
courage co-operative buying it will only drive the 
retailer out of business. ; 

What is the farmer going to do with his crops if 
the merchants of the small towns go out of busi- 
ness? 

I think this matter.should be brought home to the 
farmers through the farm journals and periodicals 
as to what is to become of them after the small 
merchants are driven out of business. Where could 
the farmers market their products? 


(Continued on page 60) 











Man Behind 


the Counter 


Putting the Pull in Show Windows 


Hundreds of Prospective Hardware Purchasers Pass Your Store Every Day 
—Only a Small Percentage of Them Come In—Why? 
—Your Windows Lack Pulling Power 


SHOW window without a punch is like an elec- 

tromagnet without the electric current. It 

fails to reach out and grab the man with coin 
in his pocket. It doesn’t even suggest the advis- 
ability of dropping in at some future time and leav- 
ing a dollar in the till. Did you ever see one of 
those big electromagnets that the steel mills use 
for picking up red-hot billets of iron? It looks 
like a huge metal disk, hung from a crane and car- 
rying a trailer of insulated wires. Without the 
electric current it is just so much metal loafing on 
the job, but when the operator turns on the juice 
and swings it over the mass of hot billets it be- 
comes a magnet with the power to lift tons. The 
way those hundred-pound chunks of hot iron leap 
to it reminds you of a. bunch of hoboes at a free 
lunch counter, and when the old crane swings back 
to place it carries a load that makes you sit up and 
take notice. Then the man at the switchboard 
shuts off the current and in a second the whole lot 
has lost its grip and dropped in the required place. 


Customers Are Drawn Into the Store by the Window 
Displays 


_ The customers who pass the store are like those 
little red-hot billets. You can stand at your door 
and pull them in one at a time but such a policy is 
liable to scorch your business fingers. People 
don’t want to be hauled in. They resent the per- 
sonal element of such a kidnapping stunt. They 
want to think that they come in of their own accord 
and the show window gets them through the power 
of suggestion. 

Your location is in all probability a good one or 
you would never have taken it. You carry a good 
stock of hardware and maintain a good reputation, 
because you know that without them you can never 
hope to succeed. You use the weekly newspaper of 
your town because you feel that you owe that much 
to your community and because you are convinced 
that it keeps people thinking about your store. Ap- 
parently you have done your best and yet a lot of 
Prospective customers with money in their pockets 
and hardware desires in their minds fail to come 
close enough for you to get action on them. Have 
you attempted to find the reason? Take a look at 


those show windows of yours. Is the current turned 
on? Do they draw you as that magnet draws the 
hot iron? If not, how can you expect them to pull 
others into your store? The solution is up to you. 


Where the Show Window Excels the Newspaper 


The returns that you get from newspaper adver- 
tising do not depend entirely upon the number of 
people who read that paper, because only a part of 
the people who read the news take the time to read 
your advertisement. Also, many who do read your 
advertising do not live in close enough proximity to 
your store to make use of it. Then there are some 
who read your claims to patronage and are im- 
pressed with them. They may even be filled with a 
desire to purchase the articles advertised, but they 
put off the matter of visiting the store and even- 
tually forget all about it. 

The people who pass your store are better pros- 
pects than the readers in the easy chairs at home, 
because they are in your immediate vicinity, and 
many times are there with a distinct idea of mak- 
ing some purchase. Besides, if you are in a rea- 
sonably good location, more people are passing your 
store than would read even your most prorhising ad- 
vertisement. The newspaper and the billboard have 
perhaps made a good impression on the passer by. 
They may have created a desire to purchase some 
article advertised, when the conditions are favor- 
able. When the people pass the store you are in 
position to show the goods themselves—to make the 
wish to buy many times stronger by suggesting uses 
for the article. The fact that the people are in 
close proximity to the article they want clinches 
the sale. 

The window with a pull must carry out one idea 
so strongly that it will stop the customer and de- 
mand instant attention. A mixture of various ar- 
ticles with no apparent connection has little power 
to stop him. When a hold-up man sticks the 
cold muzzle of a Colt’s revolver under your nose, 
your entire mind is taken up with that shooting 
iron. A window with one central idea, well worked 
out as to detail, will hold the customer’s attention 
just as effectively and in a much more pleasant 
manner. This matter of window trimming should 
never be a bugaboo to you. There is nothing very 
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terrible about it. It is mainly a question of neat- 
ness, cleanliness and care. If your window is abso- 
lutely clean, the floor and background neatly cov- 
ered, and the goods arranged to give some sugges- 
tion of their uses, there is no reason why they 
should fail to attract customers. 

An example of a simple, well-trimmed window 
that fairly reaches out and pulls people into the 
store, is one which we reproduce, trimmed by the 
Goodyear Tire & Rubber Company, Akron, Ohio. 
The cut-out is furnished to dealers by the company 
and forms a very effective background. There is 
nothing complex about this window and it can be 
installed in any store in a very short time. Sim- 
plicity is the strongest point and there is nothing 
to take the mind of the customer from the fact 
that the dealer carries a line of products that 
will be useful to him. The motorist who can pass 
such windows without stopping to “rubber” is a 
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poor specimen of the auto-bug. The wide-awake 
man with the cash will follow hints like these until 
they lead him to the cash drawer. 

What can be done with a few automobile tires 
and accessories can be duplicated with small as- 
sortments of other articles. The simpler the trim 
the better the results, provided always that goods 
are so arranged as to develop the pulling power, 
Study your windows. They are the best direct ad- 
vertisers that you possess. If they fail to draw 
they are cheating you out of your due. Forget a 
lot of those petty details that deal with the cus- 
tomer after he is in the store and lay a few plans 
to bring more purchasers in. Once inside I’ll wager 
that your sales force will give a good account of 
themselves, but they can’t make sales to imaginary 
customers. Turn the current on those window mag- 
nets and fill the aisles with prospects. The rest will 
be easy. 


window that appeals to the motor-bug. No real motor enthusiast can pass a window like this without stopping 
to “rubber” 





Next Season’s Bookings in 


Lawn Mowers Very Heavy 


To the Editor: 

It might interest your readers to know that the 
bookings for next season exceed anything in the 
history of lawn-mower making. Several companies 
have practically withdrawn from the market, and a 
general advance of 10 per cent on the previous 
average 25 per cent has been sent out by most 
factories. 

By the way, that interview with the writer pub- 
lished about two weeks back was the most satisfac- 


tory demonstration to me that HARDWARE AGE is 
carefully read. Hardly a firm that I have seen in 
the last two weeks has failed to comment on it. 
The almost certain shortage of cheaper ball- 
bearing mowers due to the curtailed production of 
steel balls has induced some merchants to fall back 
on the plain bearing machines, and we predict 4 
largely increased sale for this type in the lower 
grades. : 
Lawn-mower stocks in both jobbing and retail 
hands were never as low in the writer’s knowledge. 


Very truly yours, 
J. S. BONBRIGHT, Vice-President and Sales Manager, 
PENNSYLVANIA LAWN MOWER WORKS. 





Omnibus Revenue Bill—Income Tax—Dyestuff Duty 
and Tariff Commission 


By W. L. CROUNSE 


Washington, D. C., August 21, 1916. 

HE first session of the Sixty-fourth Congress 

has entered on the last lap of the legislative 

handicap, having completed the Administra- 
tion’s program with the exception of the Omnibus 
Revenue bill which is now before the Senate. 
Whether we are to have a Garrison finish on the 
home stretch, going under the wire with whip and 
spur on or before Sept. 1, or whether Congress will 
settle down to a slow jog and wrangle over the prob- 
lems of taxation for another month remains to be 
seen. President Wilson expresses his confidence 
that an adjournment will be brought about by the 
end of August by arranging to leave on Sept. 1 for 
his summer home at “Shadow Lawn,” where, on the 
following day, he will be the central figure in the 
exercises accompanying his official notification of 
renomination. 


The Omnibus Revenue Bill 


No measure before the Sixty-fourth Congress is 
of such vital interest to business men, and especially 
those of moderate means, as the Omnibus Revenue 
bill. The fragmentary reports regarding its pro- 
visions that have appeared in the daily press from 
time to time have only served to whet the curiosity 
of prospective taxpayers as to its exact provisions; 
therefore, readers of HARDWARE AGE will examine 
with interest the carefully prepared synopsis of the 
measure presented below. 

When Chairman Kitchin, of the Ways and Means 
Committee, announced that he intended to “place the 
burden of the cost of preparedness on the wealth of 
the country,” he probably did not realize that the 
Senate also would take a leaf out of his book and 
add still further to the burdens of the comparatively 
small group of citizens who, through industry and 
frugal living, have secured capital enough to em- 
bark in various lines of commercial enterprise. The 
slogan, “Soak the fellow who has a dollar or two,” 
has recently been ringing from one end of the Cap- 
itol to the other, and the result is a crazy-quilt of 
revenue provisions taxing individuals and corpora- 
tions right and left, piling up imposts on inher- 
itances, reenacting stamp taxes that business men 
thought they had seen the last of, and penalizing 
industry and success wherever it can be found. 
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An Extraordinary Income Tax 


Under existing law incomes in excess of $3,000 in 
the case of unmarried persons and $4,000 in the 
case of those who are married are taxed at the rate 
of 1 per cent per annum with additional rates, 
known as surtaxes, applying to incomes exceeding 
$20,000. Under the pending bill the tax of 1 per 
cent, which is known as the “normal” tax, is exactly 
doubled, while above $20,000 the rates increase rap- 
idly until on incomes in excess of $2,000,000 the 
genuinely socialistic figure of 15 per cent is levied. 

The Senate Finance Committee developed a flash 
of true courage at one of its meetings last week 
when it voted to reduce the exemptions under the 
income tax so that single persons having incomes 
of $2,000 and married persons receiving $3,000 per 
annum shouid pay a tax of 1 per cent. This was a 
perfectly legitimate proposition, but, in the lan- 
guage of Senator “Gum-Shoe Bill” Stone, the lead- 
ing member of the Committee, it was “rotten pol- 
itics,” so the vote was reconsidered and the exemp- 
tions of the existing law restored. Following is the 
text of the section of the revenue bill imposing sur- 
taxes over and above the flat 2 per cent which all 
incomes exceeding the exemptions above referred 
to must pay: : 


Schedule of Tax Rates 


“In addition to the income tax imposed by sub- 
division (a) of this section (herein referred to as 
the normal tax) there shall be levied, assessed, col- 
lected, and paid upon the total net income of every 
individual, or in the case of a nonresident alien, the 
total net income received from all sources within 
the United States, an additional income tax (herein 
referred to as the additional tax) of one per centum 
per annum upon the amount by which such total net 
income exceeds $20,000 and does not exceed $40,000, 
two per centum per annum upon the amount by which 
such total net income exceeds $40,000 and does not 
exceed $60,000, three per centum per annum upon 
the amount by which such total net income exceeds 
$60,000 and does not exceed $80,0J0, four per centum 
per annum upon the amount by which such total 
net income exceeds $80,000 and does not exceed 
$100,000, five per centum per annum upon the 
amount by which such total net income exceeds 
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$100,000 and does not exceed $150,000, six per 
centum per annum upon the amount by which such 
total net income exceeds $150,000 and does not ex- 
ceed $200,000, seven per centum per annum upon the 
amount by which such total net income exceeds 
$200,000 and does not exceed $250,000, eight per 
centum per annum upon the amount by which such 
total net income exceeds $250,000 and does not ex- 
ceed $300,000, nine per centum per annum upon the 
amount by which such total net income exceeds 
$300,000 and does not exceed $500,000, ten per 
centum upon the amount by which such total net 
income exceeds $500,000, and does not exceed 
$1,000,000, eleven per centum per annum upon the 
amount by which such total net income exceeds 
$1,000,000 and does not exceed $1,500,000, twelve 
per centum per annum upon the amount by which 
such total net income exceeds $1,500,000 and does 
not exceed $2,000,000, and thirteen per centum per 
annum upon all net incomes in excess of $2,000,000.” 


Corporations Hit Hard 


If you are doing business as an individual or in 
partnership the tax you pay is calculated on the 
basis heretofore described. A corporation, however, 
contributes another tax, namely a flat 2 per cent 
of its net profits, whether distributed in the form 
of dividends or not. Officers of corporations receiv- 
ing salaries must pay according to the regular 
schedule on such income, that is to say, 2 per cent 
above the exemption limit up to $20,000 and at the 
surtax rate above that figure. 

But this is not all the burden the corporations 
must bear. If their capital stock exceeds $100,000 
the Senate Finance Committee has invented a new 
form of tax which it calls a “stock license tax” and 
which is imposed upon the capital represented by 
outstanding stock, bonds, etc., at the rate of 50 
cents per $1000. As this is an annual tax it should 
produce an enormous sum when you realize that it 
will hit many thousand corporations. The maxi- 
mum amount under this provision will probably be 
contributed by the United States Steel Corpora- 
tion which will have to come across each year to 
the tune of about $750,000. 

Next we come to inheritance taxes. It’s going to 
cost you more money to die hereafter. If you’re 
fortunate enough to leave $50,000, Uncle Sam will 
pocket 1 per cent of the amount and so on up to 
10 per cent if you are in the bloated bondholder 
class and happen to leave as much as $5,000,000. 
Paying this Federal tax, however, will not relieve 
your estate of the legacy taxes levied by nearly all 
the States, so if there should be any further boost- 
ing of this particular line of taxes it will be a whole 
lot cheaper to hand your property over to your chil- 
dren before you die. 


Taxing the Munitions Makers 


When the Ways and Means and Finance Commit- 
tees tackled the problem of “soaking” the munition 
makers they became positively hysterical. The 
stories of fabulous wealth made over night by man- 
ufacturers of war material have so inflamed the 
imaginations of Representatives and Senators alike 
that nearly every member of the two houses has 
presented a scheme of his own, each guaranteed to 
extract more money than any other from the muni- 
tion makers wallowing in their billions. The House 
proposed a series of graduated taxes on profits 
somewhat similar in principle to the individual in- 
come tax schedule but the Senate declined to accept 
this scheme and as the bill now stands it provides 
a flat rate of 10 per cent on the profits of all manu- 








Hardware Age 


facturers of munitions doing business in corporate 
form and 5 per cent of the profits of all corpora. 
tions producing materials which enter into the fab. 
rication of munitions. 

Note the peculiarity in this section of the bill that 
it does not apply to an individual or a partnership, 
John Smith or Messrs. Smith & Jones can produce 
materials for the manufacture of munitions or cap 
make the munitions themselves on any scale with- 
out incurring a penny of tax, but the Smith-Jones 
Company, a regularly organized corporation, must 
come across on the same basis as the Bethiehem 
Steel Company or any other concern whose capital 
runs into nine figures. 

But this is not all. If the Smith-Jones Company, 
Inc., wishes to avoid payment of tax on materials 
produced by it and intended for the manufacture 
of munitions it has only to sell them to a jobbing 
house conducted under individual or partnership 
ownership and the trick is done, as the pending bill 
stipulates that only those materials are taxable as 
are sold to a munition maker by a corporation. If 
this feature of the munition tax sticks, raw mate- 
rials will not yield enough revenue to wad a sixteen- 
bore shot-gun. 


Hanging On to the Stamp Taxes 


When the Ways and Means Committee began 
framing the revenue bill Chairman Kitchin an- 
nounced, with a flourish of trumpets, that the stamp 
taxes would all be repealed with the view to reliev- 
ing the business men of the country of vexation and 
annoyance. The other day, however, when the 
Finance Committee received an inkling as to the 
probable effect of the limitations upon the tax on 
materials for war munitions, Chairman Simmons 
and his colleagues voted practically all these nasty 
little imposts back into the bill. A little later pro- 
tests began pouring in from all parts of the coun- 
try and the committee decided to knock out the 
stamp ‘taxes on telegraph and telephone messages, 
express receipts, etc., leaving, however, many of 
the imposts on current business transactions. 

There will be a fight on this’ provision in the Sen- 
ate and if it is not eliminated there Chairman 
Kitchin will get after it in the Conference Com- 
mittee with his snickersnee, which he has ground 
to razor edge for this special purpose. More than 
a hundred members of the House have assured him 
that no revenue bill which does not repeal the stamp 
taxes can pass—‘“and I guess the boys know what 
they’re talking about,” comments the doughty 
House leader. 


That Funny Dyestuff Duty 


It took the Ways and Means Committee a long 
time to decide to impose moderate dyestuff duties— 
about half what the experts declared were neces 
sary to establish the industry in the United States 
—but they finally came to it and the House concur- 
red with little or no discussion. In the Senate, how- 
ever, we have a few dignified gentlemen who re 
gard themselves as statesmen rather than politi- 
cians, and these solons, under the leadership of 
Senator Underwood, of Alabama, author of the 
existing tariff law, are opposing the dyestuff duties 
on the ground that protection in any form is ui 
democratic. 

The result of this opposition so far is a com 
promise which, like all compromises, is wholly ut 
satisfactory to both parties. As the bill now stands 
the tariff duties are to be imposed only when ' 
war is over or only “after the conditions of im 
portations of these articles shall have been sub- 
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stantially restored.” When the duties have been in 
force one year a reduction therein of 20 per cent 
is to be made and so on, until after the fifth year 
dyestuffs are again to be free. 

Is it the theory of the gentlemen responsible for 
this legislation that American capital can be in- 
duced to embark in the dyestuff industry by such 
provisions as these? Verily, verily, they have an- 
other guess coming. 


Slaughtering the Tariff Commission 


No provision of the revenue bill has more ups and 
downs than that which provides for a tariff com- 
mission. These vicissitudes are due to the fact that 
the majority members of the House and Senate, 
from the leaders to the humblest member of the 
rank and file, are totally opposed to tariff commis- 
sions and in this matter have yielded with a bad 
grace to the insistance of President Wilson, who 
has himself become a convert to the idea so recently 
that his views do not carry their usual influence. 

Readers of HARDWARE AGE will remember that 
the House cut the salaries of the tariff commis- 
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sioners from $10,000 to $7,500 each and knocked 
out the permanent appropriation for the mainte- 
nance of the commission, leaving it to the sweet will 
of Congress to provide for its support year by year 
or to strangle it over night if it should desire to do 
so. The Finance Committee, presumably in defer- 
ence to public sentiment, restored the commission- 
ers’ salaries to the original level, subsequently cut- 
ting them down to $7500, put them back again and 
once more reduced them. In the bill, as now pend- 
ing, the compensation of the commissioners is $7500 
and the measure contains the specific injunction 
that the commission at no time shall lease quarters 
for more than two years. 

This, up to date, is the story of President Wil- 
son’s widely advertised Permanent Non-Partisan 
tariff commission. 

Of course, the Conference Committee will have a 
lot to say about the final form of the revenue bill 
and the patriotic citizen can only trust in Provi- 
dence, meanwhile scraping together his pennies so 
as to be ready when Uncle Sam comes around with 
his contribution box next spring. 


The Leaks of Lost Motion 


Summer Time Full of Opportunities to Offset the Heat and 
to Make Stores and Customers Comfortable 


By L. S. SOULE 


UMMER is that pepless season of the year when 
the hook worm flourishes and the grasshopper 
becomes a burden. It is the season when 

efficiency fairly howls for a vacation and old man 
System drags his feet and yawns. The versatile 
office boy pulls a regular schedule of Christian 
Science funerals and the bookkeeper snores over a 
week-old trial balance. Dust accumulates on the 
racket counter and the broom goes stale from lack 
of training. The head salesman leans over the coun- 
ter with a far-away look in his eye while the plain, 
every-day clerk yearns for salt pork and sundown. 
The whole universe seems run down at the heel and 
ready for the cleaner. Even the boss takes a day- 
light nap and fails to keep tab on his discounts. 
There is an epidemic of laziness that bids fair to be- 
come chronic. Business is on the blink. 


Expense Is Still on the Payroll 


Regardless of seasons, there is one little parasite 
of the business world that never heeds the whistle 
and never displays symptoms of spring fever. The 
lay man calls it expense but the retailer dubs it 
“overhead.” In the words of the poet: 


Sales may come and sales may go 
But expense goes on forever. 


Overhead expense and Niagara Falls are two liv- 
Ing examples of perpetual motion and the betting at 
present favors the overhead. It is up to the retail 
jockey to ginger up the old business nag or lose out 
on the profit sweepstakes. The microbe of listless- 
hess that has attacked your store force is also busy 
with the purchasing public. There are customers 
jm your town who are actually too lazy, just at this 
time, to do their necessary shopping. Their lack 


of ambition means to them merely a little discom- 
fort in doing without the needed articles. To you 
it means a serious shortage in the cash drawer with 
no let-up to the expense. Instead of posing as a 
loafing season, summer should be a period of push 
and hustle, so far as the store is concerned—a 





The whole universe is run down at the heel and ready 
for the cleaner 


period when new ideas are sprung and advertising 
worked to the very limit. 
A Cool, Well-Arranged Store Attracts Summer Trade 


A great deal more attention should be given to 
the appearance of the store in the summer months 
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than at other times as this is the period when the 
customer is most exacting. The heat has supplied 
him with a grouch that must be carefully removed 
before a sale is possible. The sight of a hot, stuffy 


THIS LL MAKE THE 
[OLO BoY GINGER UP), 





Ginger up the old business nag 


store, smothered in dust and backed by an army of 
listless employees has no attraction for the tired 
man with the wilted collar. He yearns for coolness 
and cleanliness and an atmosphere of life. That’s 
the main reason why the corner drug store picks up 
all the strays of the buying public when the ther- 
mometer moves skyward. 

Make your store the coolest place in town and 
don’t be too modest about letting the fact be known. 
Get a few big electric fans and keep the air on the 
move. Arrange to have a big cooler of filtered water 
near the back of the store with a supply of free 
paper cups and invite the public to drink with you. 
People will appreciate the cold water and the cool 
air, and if your stock is well displayed they will 
show their appreciation by placing an order on their 
way out. Don’t pester the man who comes in for a 
drink. That is the quickest way in the world to kill 
the advertising effect of the game. Meet him pleas- 
antly, and when he springs that old remark, “I just 
came in to get a drink,” lead him to believe that the 
greatest ambition of your life is to see that his 
thirst is quenched. When he leaves, tell him to 
come again and that he is always welcome. ‘ How- 
ever, when I say don’t pester the customer, I don’t 
mean that you are to cut business entirely out of 
your conversation. What you must do is to have 
the line of retreat from the cooler to the front door 
lined with the most attractively trimmed cases in 
the store. Make them fairly radiate suggestion of 
summer necessities and see to it that the stock on 
the shelves and display tables is clean and up to date. 
When the customer shows the least disposition to 
stop before a certain display, take his action as an 
invitation to show the goods and get busy with vour 
sales talk. It will surprise you to note how your 
sales will increase. 


Make Your Windows a Standing Invitation to Come In 
and Purchase 


Your store windows must reflect the true condi- 
tion of the store interior and must extend a stand- 
ing invitation to the public to come inside. In the 
dusty summer season the outside of the show win- 
dows should be washed every morning, and this 
work should be done early, before the customers be- 
gin to arrive. A dirty, dusty expanse of plate glass 
has many times spoiled the effect of a really well- 
trimmed window. Every window should be flyless, 
if possible, absolutely clean, and should carry a sug- 
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gestion of coolness. Place a small electric fan in the 
corner of the window with a card that reads: 





Large Fans Are Busy in Our Store 
All the Time 
Come in and Cool Off 








Other signs should be used to call attention to the 
water cooler, ladies’ rest room and other features 
you may have to offer. Remember that nothing 
you have on the inside will help your business unless 
the dear public knows that you have it and comes 
in to make use of it. There is such a thing as be 
ing too modest in regard to your business. Blow 
your horn whenever you get a chance, but liye 
up to your claims. It’s all rot about the American 
people loving to be humbugged. They don’t love it 
and what’s more they don’t stand for it in these 
days when hardware can be purchased in a hundred 
different places. It pays to be square in the mer. 
chandising game. 


Where the Lost-Motion Idea Comes In 


The title of this article may seem a little mislead- 
ing; you may wonder where the idea of lost motion 
comes in. To you it may seem that the salesman, 
day dreaming behind your counter, has no motion 
to lose, but this is not the case. That same fellow 
was the busiest man in town before the heat wave 
arrived, and his body still houses a reserve fund of 
energy just as his head does a supply of dormant 
ambition. He doesn’t own the business and there 
is no great, big incentive to overcome the natural 
effects of summer. You are the man who gets the 
profits or stands the losses and the matter of initia- 
tive is strictly up to you. If you get him started 
along the right lines, make the store a comfortable 
place to work in and furnish him with a schedule 
that will keep him busy, you will experience no diff- . 
culty in locating that mislaid motion. Laziness is 
a habit. The longer you sit humped up in your 
office chair dreading the job ahead, the harder that 
job will get. If the clerks in your store are loaf- 
ing on the job, then it’s a cinch that the boss is 
taking life just a little too easy. Wake up! Rub the 
sleep out of your eyes and sidetrack that yawn! 
The druggist is getting rich from sales of ice cream 


Yes sin, Jusr 


JusT CAME IN FoR 
| HELP Your SELF | 


A ORINK— GosH! 
ITs NICE ANO 








Don’t pester the man who comes in for a drink 


and soda while your electric fans, cream freei#l 
and refrigerators are taking on a coat of dust 
fly specks. There is no profit in lost motion. St? 
those leaks! 





The Diary of Dawson Black 


By HAROLD WHITEHEAD 


Instructor in Business Methods at Boston University 


Fifth Section 


ATURDAY, June 19, 1915. How do you do 
S once more, Mr. Diary? I want to tell you about 
the wonderful time I had at the State conven- 
tion. It was on for three days, Tuesday, Wednes- 
day and Thursday. I went down Tuesday morning 
with Barlow. He’s an awfully interesting man to 
talk to! I never realized how human he was before. 
Certainly when I worked for him, all the clerks at 
that time looked upon him as a creature outside of 
our world altogether. I don’t think it ever dawned 
on any of us that he was a real human being, with 
likes and dislikes just the same as ourselves, and we 
never credited him with any thought or considera- 
tion for us other than how much work he could get 
out of us! 

I felt a little ashamed of myself in talking with 
him to see how really interested he was in the wel- 
fare of all his people. The thought occurred to me 
while he was talking that as he was interested in 
us, why in heaven’s name didn’t he tell us so? 

In thinking over the same thing later on, it 
seemed to me that it would be a good idea for the 
boss sometimes to ask a clerk how his wife is, or 
how the new baby is getting along. In fact, I don’t 
think it would hurt to take a clerk home to dinner 
occasionally—not often enough to make him one of 
the family, as it were, but it seems to me that a 
proprietor could develop a greater feeling of loyalty 
in his people over a round of beef or a good cigar 
out of business hours than in any other way. I’m 
going to try it sometime, when things get better 
settled at the store. 

However, that isn’t what I started to tell you, 
Mr. Diary. : 

When we got to the convention, it seemed that 
Barlow knew everybody, and he appeared to be very 
popular. 

A fussy little busybody named Minker, who 
seemed to have something to say to everyone, intro- 
duced himself to me, and we had some conversation. 
He asked me where I came from, and I told him. 

“Oh,” he said, “then you know Barlow?” 

“Very well indeed,” I replied. “In fact, I used 
to work for him.” 

“If he was as fine a boss as he is a president, you 
were certainly fortunate,” he returned. 

“President of what?” I asked, in surprise. 

He looked blank. “Why,” he said, “president of 
the association!” 

“I didn’t know he had ever been president of the 
association!” I exclaimed. “He never said any- 
thing about it to us!” 

“Hm!” he said, as he looked at me over his 
glasses. “Don’t you ever read your trade papers?” 

I felt a little bit small when I replied: 

“N-no;” and then, feeling the need to excuse my- 
self for it, I continued, “I’ve really been too busy 


“Ha!” he jerked, putting his head on one side 
like a sparrow, “bad habit to get into, that, if I may 
Say so without being rude. Man can’t know how 
t to conduct his own business unless he has some 
idea of what other people are doing. Got to know 
that to keep even with the times. Come along with 
me,” And then this little man, who I afterward 
found was one of the wealthiest: hardware dealers 
In our State, took me by the arm, saying: 
am going to introduce you to a trade paper 
man you ought to know.” 
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He took me up to a group of men who were laugh- 
ing at a story told by a big, raw-boned, loose-jointed 
man who seemed to be popular with the others. 

“Rob,” said Minker, “come here!” And the big 
man good-naturedly came over, put his arm around 
the little man’s shoulder, and asked: 

“Well, what is it this time?” 

“I want you to meet Mr. Dawson Black, who has 
only recently acquired a store. Mr. Black,” said he, 
“this is Mr. Robert Sirle, known as Rob to all his 
friends. He is the editor of Hardware Times.” 

“I’m mighty glad to meet you, Mr. Black,” said 
Mr. Sirle. “You bought Jim Simpson’s business, 
didn’t you?” 

“Why, yes!” I replied. “How do you know?” 

He smiled. “I wish I had known you a few months 
ago, Mr. Black,” he said. “I might have saved you 
a bit of money. Didn’t you read in Hardware Times 
some two years ago about the mess Simpson got 
into?” 

“Why, no,” I returned, “I don’t know as I—I— 
as a matter of fact, I don’t subscribe to trade 
papers. I haven’t time to read them.” 

I would like to tell you what this big Westerner 
said. I am not sure whether it is what he said or 
the way he said it, but we sat down and we had a 
very serious talk, in which he told me how necessary 
it was for a business man to watch at all times the 
development of his trade; how the reading of trade 
papers kept him constantly posted, and continually 
gave him new ideas. He gave me some excellent 
pointers, and invited me to write to him any time 
he could be of help to me. 

I gave him $4 for two copies of his paper to be 
sent to the store—one for myself and one for the 
salesmen. The last was his suggestion. However, 
I feel it will be a good investment, for, as he said, 
when the clerks read the magazine they get inter- 
ested in the bigger things about the business, they 
learn more about the goods, and get to appreciate 
some of the boss’s responsibility and trouble. 

It certainly was a fine thing for me to meet this 
man, representing a paper whose sole object ap- 
peared to be to help the hardware trade. 

Some wonderfully interesting talks were given. 
One discussion which interested me greatly was 
about giving credits. Credit appears to be the bane 
of the hardware man’s life. Mr. Sirle had charge 
of a question box, and gave some fine suggestions 
which I am going to try to adapt to my business. 

One other thing, as soon as it was mentioned, 
aroused a lot of heated discussion—that was mail- 
order competition. Even in my short experience, I 
have felt the pressure of these mail order houses, 
but somehow or other I had taken it as a natural 
evil, and had not thought of taking any particular 
steps to combat it. One thin, cadaverous man voiced 
my thoughts when he said: 

“The best thing to do is to appeal to the patriot- 
ism of the people. We live in the town, they know 
us, and they are with us all the time, and their very 
friendship for us ought to be enough to make them 
give us the business. I believe we all ought to have 
posters saying ‘Buy in your home town’ or some- 
thing like that, and if you say this to the people 
long enough they’ll do it.” 

As soon as he finished a short, roly-poly kind of 
man jumped excitedly to his feet, and having ob- 
tained permission to speak, said: 

“I’m sorry I can’t agree with Mr. Jenks. It’s all 
right to talk patriotism, but, hang it all, is there 
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anyone here who would buy from his home town 
if he could buy cheaper anywhere else? I'll bet 
everyone of us here buys things out of our own 
towns. I know I buy my clothes in Boston, and my 
wife buys her shoes when she goes to New York 
to visit her sister. I can get better clothes and 
cheaper clothes in Boston than I can in my home 
town, and I should consider myself a poor business 
man if I put up with inferior clothes at a high 
price just to support some local man who couldn’t 
compete fairly with Boston merchants. 

“I tell you, gentlemen, it’s just a question of 
competition, but I think it’s all poppycock to talk 
about appealing to a man’s sentiment about his 
home town. All things being equal, I believe the 
local man would get the business every time. But 
if a man can buy a stove cheaper from the mail 
order house than he can from me, I shouldn’t ex- 
pect to get the business. 

“And when it comes down to facts, there are 
mighty few things that the mail order house can 
beat us on. I know a fellow came into my store a 
few months ago and told me he could buy a stove I 
was selling cheaper from the mail order house. I 
took him up on it, and said I didn’t believe he could. 
He showed me the stove in the catalog, and I could 
see that it wasn’t the same thing I had, and wasn’t 
as good. I pointed out to him the difference, and 
he said, ‘Yes, but look at the difference in the price!’ 
He had forgotten that he had to pay freight, and 
when that was put on there was mighty little differ- 
ence between the two. Then I said to him: ‘You 
send for that stove and set it up beside the one I 
have here, and when you get them side by side if 
you can honestly say that mine isn’t the best value 
for your money, I’ll pay the bill on your stove!’ He 
hesitated at that, and then I told him about a 
woman who bought one of those kitchen cabinets 
from a mail order house, and when she got it it was 
all banged up, and she had no end of trouble in get- 
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ting it straightened out, besides having to wait 
about six weeks before it came. She reckoned up 
afterward that if she had bought it of me she'¢ 
have been dollars in pocket and could have seen just 
what it looked like before buying it. Well, that 
settled him, and he bought the stove from me!” 

That certainly started me thinking, and going 
home on the train I had a talk with Mr. Barlow 
about it, and also about the question of credits, for 
these were the two things that impressed me most 
at the whole convention, although there were many 
other interesting things taken up. 

“I wonder,” said I to Mr. Barlow, “whether it 
would be possible for us to kind of work together 
on credits—whether if I were to tell you who owed 
me money it would save you getting in badly with 
them, and you do the same with me?” 

I felt very scary in making this proposition, for 
I didn’t know whether it was proper or not. I had 
never given such things as credits or competition 


- the least thought while I was working with Barlow, 


I was surprised and delighted at the fine way in 
which he said: 

“Why, surely I will. Come up to the store and 
talk it over with me.” 

I made an appointment with him for next Monday 
night, when we are going to discuss a policy to 
adopt for mutual protection on credits, and also on 
fighting mail order competition. 

I’ll tell you, Mr. Diary, just what happens a little 
later on. 

I’ve been thinking what a wonderful thing a con- 
vention is, and how sorry I am now for the fellows 
who felt they were too busy to attend. I have 
learned more about business these last three days 
than I ever knew before. 

When I weigh the cost of going against the bene- 
fits I got out of it, I consider the investment, is 
going to pay me a handsome dividend. 

(To be continued) 


GENERAL CROP AND BUSINESS CONDITIONS 
As Reported on July 29, 1916 
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Time 


By GRANVILLE FARMER 





‘‘Me libe in deeds, not pears; in thoughts, not breaths ; 
Jn feelings, not in figures on a Dial ; 

We should count time bp heart throbs; he most lives 
Who thinks most, feels the noblest, acts the best.’’ 





O-MORROW, to-day will be yesterday. Sounds 
dippy, doesn’t it? It’s a fact, though. 


Have you ever thought about time? Sub- 
jective, or objective, it confronts you, a big, vital 
fact. You possess only two things in this world— 
individuality and time. The rest you borrow; some 
day you must return it. It seems little—yet what 
greater gifts than self and time? Never mind 
philosophical definitions. For us time is a pause 
between opportunities. Every moment marks an 
epoch. The clock that ticks the seconds takes your 
measure at the same time. ‘“There’s lots of time,” 
you say. The phrase is heard everywhere. But, is 
it so? 

We have youth and old age; and a brief inter- 
val between, in which we are in our “prime.” 
Nature’s limitations of human activity are definitely 
fixed. They form the basis of all business. Ask 
your insurance agent to show you his table of 
mortalities. It will make you think. His figures 
prove that the average length of life in the United 
States is only forty-four years. The years between 
twenty and sixty—some say fifty—span the period 
in which a man’s work really cqunts. It is because 
the productive period is so short that insurance 
companies urge us to carry policies that will be paid 
up in twenty years. We may not be able to pay 
after that. For the figures show something else. 


Ninety-five per cent of the men who reach the 
age of sixty-five are dependent. To them charity 
offers its bitter bread. 

I hear you say, “What a cheerful subject!” 

Well, if I thought there was no time beyond 
what the actuaries estimate, I would not have the 
heart to write, nor you to read. But I know, more 
surely than I know the things I can prove, that 
time here is only an are of eternity. We have been 
lifted out of the infinite, into the finite. We can- 
not tell why. We have forgotten what was before. 
But the proverb says, “What we don’t know won’t 
hurt us,” and it may be the same with what we 
don’t remember. 

Assume that we are only toys of fate. If life 
seems purposeless, give it a purpose. Let us be 
architects of destiny. We have only to learn to 
respect our daily tasks. All work is noble. Get 
that through your head! 

A friend of mine complains that his college pro- 
fessors failed to teach life’s interrelations. Sub- 
jects are independently considered, as if they had 
no bearing on other branches of knowledge. Yet, 
life is a thing of sequences. Nothing is out of 
order. Words, gestures, even thought, count. 
Character is slow built of trifles. “The inaudible 
and noiseless foot of time” is our undoing. 

If we could hear time pass—count its steps—it 
would help us to forget yesterday and remember 
to-day. But—only as a preparation for to-morrow. 
‘We take no note of time but from its loss.” Yet, 


if we learn the lesson of its loss, all is well. Look 
back a little! 

Do you remember the cranky customer of yester- 
day who found fault with the change you gave him? 
You were not very gracious were you? though 
your’s was the mistake. You know that people 
who criticise are often doing us a kindness. But 
you didn’t profit by it. 

And the man the day before who found fault with 
the way you mussed up some things you were wrap- 
ping? Did you profit by that? You say, “There’s 
lots of time’—but those times are exceptions. You 
wanted to finish a letter, so you let the customer 
go away dissatisfied. You advertise service. Per- 
haps you spend so much time writing the ads you 
have no time left to make good. To-day you saw 
the customers of yesterday and the day before go 
into a competitor’s store. Whereupon, you used 
the time you saved in neglecting them by wonder- 
ing why you lost them. 

There was a little kid. He came timidly in and 
asked for a piece of string. The clerk was busy, 
trying to make up time he had lost talking on per- 
sonal matters over the telephone. The boy didn’t 
look like a profitable customer. The clerk refused 
him. You saw it all. But it was a small boy, a 
small matter, and you thought nothing of it. You 
ought to have taken time to correct it, but you 
didn’t. Now, the marbles, the bits of string, the 
cigarette pictures, in that boy’s pocket, will give 
place tc real money. Some day he’ll be buying his 
own clothes. Kids have a way of growing up. And 
some day you’ll have time enough to wonder why 
that pocket goes so often to other stores, and never 
to yours. 

In some form, we all make these mistakes. We’re 
so sure there’s lots of time. We jolly ourselves. “I 
shouldn’t have done that,” we say. “I ought to do 
this.” “I’ve a better store than Jones. * Pretty 
quick I’m going to get down to tacks. I’ll systema- 
tize this business, and show Jones what’s what.” 
After we’ve talked like that we feel cheerful. Plan- 
ning is almost as satisfactory as doing. The only 
difference is in the cash register. Yesterday’s plan- 
ning is useless to-day, save as we put it into action. 

To-day’s will be tested to-morrow in the same way. 
“There are no birds in last year’s nests”—nor nest 
eggs. And nest eggs are our vital problem. That 
time, of which we had such a lot yesterday, is less 
by a day. It will be briefer to-morrow. It takes 
courage, and work well done, to be able to say: 
“To-morrow do thy worst; for I have lived to-day.” 
Can you say it? Let’s get busy! “The flood of 
time is setting on, we stand upon its brink.” Re- 
member that. 

Do you squander time, for that is the stuff life 
is made of. And do not worry because the time is 
short. We still have time to make our life worth 
something in the scheme of things—if we'll just 
forget that dangerous doctrine: ‘“There’s lots of 
time.” 
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Some Reasons for the 


Middleman 


NE of the objects most eagerly sought 

by the commercial reformers of the 

day is the doing away with the mid- 
dleman. And always on the plea that he is 
largely responsible for the wide difference in 
price between that which the producer re- 
ceives and the consumer pays. The principal 
deterrent to the solution of this most diffi- 
cult and complex problem is that it is usually 
essayed by well-meaning but uninformed en- 
thusiasts and theorists who are not person- 
ally familiar with the working of economic 
laws. This much may be accepted as an 
axiom; that where the middleman exists, it 
is generally because no more economical or 
efficient method of distribution has been de- 
vised or discovered. When the middleman 
ceases to be an economic necessity, he usually 
goes out of business. It is a matter of easy 
memory when much of the production of the 
steel and iron manufacturers was sold 
through local brokers. With the great con- 
solidations of the independent plants, direct 
dealings between the manufacturer and his 
customers became the better way, and the 
broker found his occupation gone. 

In many of the large cities there are retail 
dealers whose business is of sufficient volume 
and importance to enable them profitably to 
deal direct with the manufacturer. But the 
dealer of limited business and with compara- 
tively small orders to place finds this equally 
expensive and impracticable both to himself 
and the manufacturer. There is no general 
rule that covers the situation, for every busi- 
ness has its own peculiarities. The nearest 
approach to any pronouncement is that the 
necessity for the middleman is in direct ratio 
to the complexity and volume of the products 
in any line of business. A manufacturer of one 
simple staple article sold at a moderate price 
may even go direct to the consumer and get 
away with it successfully. But a maker of 
many thousand items, many of them with 
but small volume, has perforce to seek the 
large buyer who takes both volume and vari- 
ety. That is why the jobbers in hardware, 
dry goods, drug and grocery lines have in 
general not only held their own but have 
grown and prospered. Experience has shown 
in these lines that the manufacturer cannot 
afford to do business with those dealers that 
are so small that the profit to the manufac- 
turer is eaten up by overhead expense. Nor 


is it usually a good game for the retail dealer, 
since his orders consist in general of a mis- 
cellaneous number of articles, the quantities 
of each being too small to be sent to as many 
different dealers. 

One vital and important factor, that of 
credit, is usually overlooked, for the manu- 
facturer is seldom financed save on the basis 
of getting his money promptly when due. 
Now this is not always possible nor conveni- 
ent to the retailer, and consequently in his 
financial hour of need he depends upon the 
jobber to tide him over his troubles. The 
attempt to eliminate the middleman is not 
new, and the reason that it has not made 
greater progress is due to the fact that under 
present conditions there is economic need 
for the jobber’or he long ago would have 
been eliminated. Hence it is that most 
reformers approach the subject from the the- 
oretic, enthusiastic point of view of things 
as they should be and not as they are. 

A recent instance, much in point, is the 
attempt of the Department of Agriculture to 
bring the farmer in direct relations with the 
consumers of farm products, and to unite the 
farmers in all sorts of co-operative enter- 
prises for their mutual benefit. What hap- 
pened to the first part of the program is 
what could easily have been forecast by the 
use of common sense and experience. 

There have been, and always will be, farm- 
ers, especially those living near large cities 
who deal direct with the consumer, and do so 
successfully and to the benefit of both parties. 
There are a few others who do a limited mail 
order business, by judicious advertising. 
Such business in both instances is almost 
invariably confined to garden truck and fruit. 

The often expressed belief that the parcels 
post marked the beginning of a large and 
mutually satisfactory business between farm- 
ers and consumers soon faded away, for it 
was obviously impossible and impracticable. 
It would be idle to attempt to say how far 
co-operative action by the farmers may be 
successfully carried. It has assumed phases 
in the West of co-operative grain elevators, 
and co-operative associations for marketing 
live stock that are distinctly a benefit to the 
farmers and the community. It is a matter 
of common knowledge that the Association 
of Growers of Garden Truck and Fruit alone 
make possible these industries on a large 
scale. The trouble now seems to be a desire 
to apply the principle of co-operative buying 
direct from original sources as far as possible, 
to much that the farmer buys. Co-operative 
buying is an enticing and fascinating proposi- 
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tion, but because of obvious economic reasons 
and equally obvious traits of human nature, 
it generally has a rocky road, and few there 
be that find success. Essentially the danger 
in the present propaganda is overlooking the 
fact that the prosperity of the farmer and 
the small town are bound up in each other, 
and that any program, however appealing, 
which tends to disturb these relations is a 
serious economic and social venture, possibly 
fraught with both trouble and disaster. 


Trading Stamps Lose 
Ground 


RADING STAMPS are still a pest to 
American business. Thanks to some ad- 
vanced information HARDWARE AGE was 

able something over a year ago to thoroughly 
post and prejudice the hardware trade 
against a campaign that would probably have 
been launched to extend the trading stamp 
methods of merchandising in the hardware 
field. As a result the hardware trading 
stamp campaign was wisely discontinued. 
Fresh evidence of the service rendered the 
trade by HARDWARE AGE at that time is con- 
stantly coming to light. Recently the largest 
chain of retail grocery stores in the New 
York metropolitan district, James Butler, 
Inc., discontinued the use of trading stamps. 
This concern operates over three hundred 
stores, and by a long contract arrangement 
used trading stamps for twelve years. 

At first they thought it paid, but time 
brought to them the same sure evidence that 
comes to every dealer who is deluded into 
this iniquitous tax on his business. Certainly 
no one will deny that twelve years is ample 
time to try out a system fairly and fully. 
The results and all its bearing on business 
were carefully studied. Records were kept 
and reviewed with extreme care. At the end 
the inevitable conclusion was reached. The 
officers of this big retail grocery concern are 
positive that the trading stamp is not adver- 
tising, is not a valuable adjunct to business, 
is of no profit whatsoever to business, but 
instead is wholly unnecessary, burdensome 
and blightful. 

Trading stamps are just a shrewd system 
of taxation for the benefit of the trading 
stamp companies, and level-headed business 
men who see almost daily examples of old 
trading stamp users throwing them out as 
a drag upon business, thank their lucky stars 
that they were never deceived into a sample 
order or a contract that bound them to a 
sinking ship. The hardware trade is indeed 
to be congratulated that the trading stamp 
system has never worked demoralization in 


its ranks as it has in many less fortunate 
fields. 


Wiping Out a National 


Disgrace 


HE Senate of the United States has at 
last awakened to the pitiful waste of 
the nation’s most valuable asset, and by 

a non-partisan vote has passed the Child 
Labor law, a measure that makes possible a 
uniform progress in the conservation of our 
future citizenship. For years the children of 
many localities have been denied the pleas- 
ures and rights of a normal childhood while 
they toiled in dingy factories, damp mines or 
unwholesome sweatshops. They have been 
allowed to grow up as stunted and unedu- 
cated men and women, incapable of giving to 
their country an intelligent and worthy 
citizenship. The exploitation of these help- 
less little ones by certain elements of the 
commercial world has cost the nation a hun- 
dredfold what it has benefited the few who 
have utilized the child-labor system to in- 
crease their private fortunes. 

The passage of this bill is destined to place 
competition on a broader and better basis. 
It will allow the humane manufacturer, em- 
ploying adult labor at fair wages, to place 
his wares on the open market without en- 
countering the competition of cheap child- 
labor products. It places humanity on a com- 
mercial basis. 

The bill as passed by the Senate carries an 
amendment which provides for the barring 
from interstate commerce, not only all prod- 
ucts of child labor, but all other products of 
concerns who employ child labor. This 
amendment means further conferences and 
other legislative action which will delay to 
some extent the active operation of the law. 
It also leaves a loophole for legal contests 
which may result in nullifying the entire law. 
The barring from interstate commerce of all 
products of child labor seems eminently fair 
and proper, and it is very doubtful if the 
courts would find any legal obstac'e to the 
inforcement of such a measure. However, 
the elimination of other products for the sole 
reason that the manufacturer is a user of 
child labor may seem to have a less valid rea- 
son when referred to the courts. 

That the bill is an example of strictly non- 
partisan legislation proves it to be a reflec- 
tion of the true sentiment of the American 
people. Good citizenship is the foundation 
of good government. It is the most valuable 
single asset which this Government possesses 
and as such should be given every opportunity 
to develop. The bright minds and stalwart 
bodies of the nation’s children should never 
be sacrificed on the altars of commerce. The 
country is to be congratulated on what seems 


to be an honest attempt to wipe out a na- . 


tional disgrace. 
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What Hardware Men Think 
of the Middleman 


(Continued from page 48) 


This movement should be strongly fought by the 
retail dealers through their United States Senators 
and Congressmen. 

Yours very truly, 


F. X. BECHERER, Secretary, 
Missouri Retail Hardware Association. 


Club Buying Difficult 


ELM GROVE, W. VA. 
To the Editor: 

Possibly three or four years ago the Panhandle 
Agricultural Club was formed, taking in two or 
three of our neighboring counties, the main purpose 
being to purchase goods at the manufacturer’s cost 
and do away with the middleman. The members 
realized, however, that they were not sufficiently 
strong to wipe out the unnecessary man at one 
stroke, and so they came to us for a membership in 
their organization and then asked, through a com- 
mittee sent for the purpose, what percentage of dis- 
count we would give to all purchasers who were 
members of the club. Any one can readily see that 
the retail merchant could not enter into any such 
agreement, since it would cause him to work a hard- 
‘ship on some of his best customers, as all are not 
members of the said club. 

The outcome of this has been that some dealers 


Hardware Age 


that did give the club a discount lost out as they 
were blamed for making too much money at first 
and so must be still robbing the club members a- 
cording to their way of thinking. 

We find that by working with the club and by 
doing a good deal of talking, we are permitted to 
give prices that very often get us the business, 
Some things do exist that we must do our best to 
counteract. For instance: The present county 
agent told me recently that he purchased last sea- 
son three grain drills for club members from a 
middle western firm at 50 per cent from its list, 
This firm will not permit its regular agents to sell 
below list. Either the present county agent is bad- 
ly in the wrong, or the manufacturer will have to 
change his selling price. 

We find that the present interests that are back- 
ing legislation are not winning, at least in our com- 
munity, what they have in mind. This is owing to 
the credit system. While the low price was at first 
an inducement for the club purchase, it soon became 
a worry for the members to get the cash to send 
with the order or to pay when the goods were un- 
loaded; they find it much more convenient to come 
to the dealer and let him wait until after thresh- 
ing, or until the market has raised on hogs. 

The only way we can combat the present efforts 
of the firms who wish to market their product with- 
out paying any of the small dealers overhead ex- 
pense, is by letting our Congressmen and Senators 
know where we stand on the subject, and that we 
are not as small as we seem to be. 

Yours truly, 
E. R. SHOWERS. 
Showers-Eberley Hardware Company. 





Another Advance in Lawn 
Mower Prices 


RICHMOND, IND. 
To the Editor: 

Again referring to subject of advance in prices 
of lawn mowers to jobbing trade. We believe most 
of the jobbing trade has closed for next season at 
an advance at from 331/38 to 45 per cent. ) 

On Aug. 1 we withdrew all prices and quoted an 
advance of 10 per cent over the prices which were 
being quoted during the month of July for next 
season’s shipment to the jobbing trade. 

We are under the impression that other manufac- 
turers are making similar advances. 

Yours Truly, 
DILLE & MCGUIRE MFG. COMPANY, 
C. A. McGuire, 
Secretary and Treasurer. 


Vacuum Cleaner Companies 
Combine 


T HE Standard Company, Torrington, Conn., has 

bought controlling interest in the Domestic 
Vacuum Cleaner Company, Worcester, Mass. This 
interest was formerly owned by Dr. Quist, who is 
retiring from the active management to take up 
again the practice of medicine. He continues, how- 
ever, to be heavily interested financially and will 
still act in an advisory capacity. The general offices 
and mail address of the company are being trans- 
ferred to Torrington, Conn., while Worcester will 
continue to be headquarters for manufacturing and 


shipping. It is said that the new plans imply no 
changes in the policy affecting models, sales or fac- 
tory organization that will in any way affect the 
sale of hand-power machines. 

Among the new directors and officers of the Do- 
mestic Company appear names that are prominent in 
the affairs of the National Sweeper Company. The 
same interests now control both the Domestic and 
National companies. The control of the former was 
acquired by the National interests to quickly place 
in their hands the portable electric machine such as 
is manufactured by the Domestic Vacuum Cleaner 
Company. 

The Domestic board of directors includes F. P. 
Weston, G. Q. Porter, William R. Reid, J. H. Graham 
and F. J. Quist. The officers are F. P. Weston, 
president; G. Q. Porter, vice-president and treas- 
urer; F. J. Quist, assistant treasurer, and A. J. 
Quist, clerk. 


Good Screen Ads Scarce 


EMPorRIA, KAN. 
To the Editor: 

We are mailing under separate cover two of our 
advertisements, one on automobile supplies, pub- 
lished the day of the writing, the other on screen 
wire and screen hardware, published early in the 
season. We have not seen many good screen ads in 
the Department of Publicity for the Retailer of 
HARDWARE AGE. Give us your objections on this 
ad as an advertisement. We wish to add that it 
brought excellent results. 

Yours truly, 
CuaAs. L. HAYNES, Advertising Manager, 
THE HAYNES HARDWARE COMPANY. 





Publicity for the Retailer 


Edward Arps and Hamp Williams, Progressive Hardware Mer- 
chants, Put Some New Twists in the Tail of Advertising— 
Tire Ad Brings Big Business—Getting the Crowd in 
the Store by Means of a Free Offer 


By BURT J. PARIS 


The Power of Expressed Ideas 


No. 1 (9 in. x 18 in.).—This is page 3 from the 
Idea-0-graph, a store paper published monthly by 
the Arps Hardware Company, Ouray, Col. Edward 
Arps, editor of the paper, started his publication 
because he realized the tremendous sales possibili- 
ties of a properly edited store newspaper. He as- 
sumed the editorship because he saw a golden oppor- 
tunity to make his advertising distinct from that 
of his fellow merchants. He has been introducing 
so many different versions of what is broadly termed 
advertising that we doubt if he knows the exact 
number himself. Frank Gotch never had a stronger 
hold on any of his opponents than Mr. Arps has 
upon his legion of store paper readers. Every 
month brings him an assortment of opinions from 
his readers, ranging from loud praise and cheers to 
abuse and invective and requests to quit publishing 
the paper. He has achieved that ideal publishing 
position where his paper is read by those who really 
don’t want to read it. The question that arises in 
your mind is, “How is it done?” You realize you 
could turn such influence to good account. A con- 
siderable portion of the answer is Mr. Arps him- 
self and the balance is—the power of expressed 
ideas. A person may have barrels of ideas con- 
cealed about his person, but until he hauls them 
out and puts them down on white paper or speaks 
them out to the multitude, no one will take issue 
with him and further, no one will be very much con- 
cerned about him. Mr. Arps is probably blessed 


with more ideas than most of us, but his great effi- 
ciency is in getting them out and across. People 
watch for the Jdea-o-graph and hang on to every 
word for fear of missing something and in doing 
that they absorb a large amount of Arps’ store 
news. And when we keep on reading about desir- 
able things, we eventually go and get them, some- 
times in the very store we ruled we would keep out 
of. And there you are! Oh, yes, Mr. Arps “doped” 
all this out beforehand. You don’t suppose he would 
devote his valuable time to putting ginger in the 
paper if he didn’t see clearly just where it was 
taking him, do you? Put down your ideas. Get 
people interested in YOU as well as in tacks and 
refrigerators. John Wanamaker does it. Edward 
Arps does it and it is significant that they both keep 
at it. Every business needs personality and the 
modern way of spreading the influence of retail 
hardware personality is via ‘the store paper and 
expressed ideas. -You can stand behind the counter 
and do the same thing, but it will consume a whole 
lot of dreary years. If you will read through this 
page from top line to bottom, we know you will 
become enthused with the idea. Like’Mr. Arps, 
you can make people think, laugh and act if you 
sprinkle salt on the tail of an idea. 


Hamp Williams Puts Down His Reasons for Good 
Business 


No. 2 (page width by 4 in.).—This ad, sent us by 
Hamp Williams of the Hamp Williams Hardware 


BANNER MONTH, JUNE 1016 


We Sold MORE goods during the past month than in ANY OTHER MONTH of our 20 years 
in the Hardware Business. Our sales were more than THREE TISES as great as our entire 
first year’s business, and TWENTY-SEVEN TIES the capital we begun the Hardware 


Business on. 


“NUF SED" 


HAMP WILLIAMS HARDWARE COMPANY 


No. 2—Makes the reader think, “There’s a reason” 
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July, 1916 


THE ARPS RIGHT PRICE STORE IDEA-O-GRAPH 





Hardware Age 


Pace Tuareg 








LOCAL MISCELLANY 


A. G. DeGolyer puts in a big order 
fer cooking utensils and kitchen sup- 
plies for his South Dakota boarding 
house. 

J. W. Belfield and Frank McDowell 
motored over from Nucla, spending a 
day with the editor going over the 
affairs of The Nucla Hardware Co 


I have just learned a lesson, that 
when a man does not treat his wife 
right, he don’t want anybody else to 
treat her right. If you have a husband 
like this you had better get rid of him. 


Edmund Leet a well known and way 


up mining 
fn our burg examining the Wedge and 
Batchelor properties. He left with a 
bunch of samples, more than satisfied 
with the showing in these properties. 
We have in stock a brand new cen- 
trifugal pump left by one of the mines 
for us to dispose of. Description as 
follows; 1¢ inch, class S regular fitted 
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FOR SALE AND KEPT IN STOCK BY 


The Arps Right Price Store 


OURAY, COLORADO. 








centrifugal pump direct cted with 
a 5-horse power electric motor. Com- 
plete for $215, 

The Mountain Top mine people are 
completing plans of erecting = mill 
underground. This is something en- 
tirely new and novel in Ouray county 
but it has been tried out elsewhere 
with satisfactory results. It sure ob- 
viates snow slides and other outside 
elements. 

The Mountain King mine had a seri- 
ous accident with their compressor. 
The wrist pin came out and raised 
bavoe all around. Manager Krisher 
left an order for the parts also an order 
for 500 feet of 10 inch galvanized sir 
pipe. He says developthent -work is 
steadily going on. 

We are always on the lookout for 
something new, our aim is to keep up- 
to-date, be in style, for a firm out of 
style might just as well be out of the 
world, so we have added-te our im- 
mense stock some of the latest patterns 
in Congoleum Rugs, also the latest 
Pyrex Glass Baking Ware. Just try 
one of these glass pie plates and get a 
pie that won't stick to the plate. Some 
satisfaction, believe me. 


E. W. Averill came in from Boston 
in the interest of the Mono-Baltic Min- 
ing & Smelting Co. The future opera- 
tion of this property will probably 
largely depend upon the culmination of 
a deal pending on our local smelter be- 
tween a real and live smelting man by 
the name of Mr. Allen who was here 
in company with Thos. Crawford, look- 
ing over the possibilities of our camp 
and the working out of several details 


in the company in which he is to take! 


an interest. 


George B. Croft secures a bond and 
lease on the St. Lawrence, a property 
very few of us know anything about 
and which, for selfish reasons, could 
never be secured and because of in- 
harmony amongst the owners would 
never be developed. This property is 
only ear marked by indications and I 
have a faint suspicion that George’s 
judgment about these ear marks is 
just about right. If I was looking for 
an opportunity to get in on a fortune I 
would get in on this lease. 


B. H. DuPraw had a very narrow 
escape of having a serieus accident 
on the steep mountain side back of the 
editor’s house. There is just an excuse 
of a trail leading to the Red Mountain 
road and itis a great inducement to 
cut off about half of a mile. There 
are several places in this trail where 


Company, Hot Springs, Ark., 





you have to make the horse go over 
the bare rock at an angle of about 25 
degrees and with dull and smooth shoes 
this is exceedingly dangerous. Mr. 
DuPraw’s horse slipped and liked to 
have rolled to the bottom of the hill, 
however, Mr. DuPraw saved himself 
and the horse got off with a few cuts 
and bruises. The writer has had this 
dame accident and will advise to get off 
the horse and walk ‘over this trail. 


Did you notice the great stress the 
Chautaaqua lecturers put on education? 
Neither one of the lecturers received 
an education. Lincoln did not get an 
education; Carnegie dic not get an ed- 
ucation; Franklin did not get an edu- 
cation and ninety-five per cent of all 
the great men of note and acheivement 
arose from. the ranks of obsecarity and 
yevery one places their achievement to 
the development of brains, When you 
read Crane on the higher education he 
tells us that ninety percent of our 
éollege graduates are failures in life. 
He was right when he wrote it and 
while the truth is changing, it is not 
changing fast. A general education is 


concentration in the world won't pro- 
duce a genius until you get the heart 
into it. After all there is only one 
thing to life and that is LOVE. 


On June 6, Dorothy McCaffrey, one 
of our popular Ouray girls and Mark 
R. Bunting, of Grand Junction, of good 
repute, were welded together in the 
| holy bonds of matrimony. There was 
| nothing quiet or secret about this mar- 

riage but there is a romance in this 


necessary but to become master of an | je: 
art requires concentration and all the 





love match that appeals to the editor 
that this. match was perpetrated in 
heaven.. Something over a year ago 
these young people were absolute 
strangers and this young boy comes up 
from Grand Junction on an excursion, 
picks this. girl out from a thousand 
others as the girl of his heart, goes 
back to Grand Junction without form- 
ing her acquaintance, studying out a 
scheme how he might win her. With 
concentrated purpose and definite aim 
the way was paved but the girl did not 
believe in love at first sight and she 
tested him out: she found out that his 
aim was of steel and his purpose true 
and loyal and the consequence and re- 
sult, a happy couple. There is a great 
lessen in this young man’s acheivement; 
‘may he ever carry it through in all the 
problems of life that confront him and 
may Dorothy ever encourage him in his 
greater and more difficult problems as 
they travel along what they call the 
pathway of roses, is the wish of the 
editor. Only one thing we regret, that 
we didn't get a chance at the household 
furniture, however we still live in 
bepes “1d Mac has several daughters 
ye 


A lady was dropped off at a way sta- 
tion two miles from town in the middle 
of the night and the miserable weather 
forced the hotel man to send the bus 
home on account of the lateness of the 
train. The lady aays, ‘‘What shall I 
do?” ‘Why sleep with the station 
agent.”’ ‘But Conductor, I want you 
to understand that I am a lady.’’ 
“Well, so is the agent.’’ 


If men could only know each other 
they would never either idolize or hate. 








is self-explanatory. 


It’s a little story of success and because there is al- 
Ways a good reason for success, these stories im- 
press us greatly and sway our buying impulse. Hamp 


Sanitary Security 


Sanitary security and bathing com- 
" fort are yours when your bath room 
+ fixtures are sanitary and your plumbing modern. 
“Browderd” baths and lavatories are san- 
itary and beautiful—our plumbing work modem 
and our prices reasonable. We sell these famous 
workmanship which has made our reputation. 


The Arps Right Price Store 


No. 1—A page from a store paper that is closely read 


AN ANONYMOUS LETTER, 
Enclosed in an envelope of love and 
good fellowship with a remark that 
“knocking and loving’’ don't go to. 
gether, ‘“‘Wake up Ed,’’ came . this 
clipping: 

DON’T KNOCK. 

Pulling down the character of some 
one else is not the way to <a 
your own; the Raliding wp. ‘To polat ext : 

‘0 poin 
mB another’ nd rian 
nea 


mt we decry another for being dis- 
mre t the bearer tae te 
stu expec’ 

er virtue in himself,’ 


your chief aim be to make your- 
self worthy 0 of the opinion of 
others. them is a plain ac- 
knowledgement of a conscious fault of. 
"he we to win the good opinion 
others sto be worthy of it. If you 
are, you will not need to call ‘attention 
to it, —Ex. 

Boys or girls, if you send anything 
to this office be at least big enough to 
sign your name to it, even if you runa 
risk of having a twist put in your tail, 

If the sender would have referred to 
any particular article I could have giv- 
en it a proper answer or acknowledged 
my weakness, but there is nothing in 
the above that fits the editor's shoes, 
for my character, my errors, my hon- 
esty, my worthiness or my nobleness 
are not at stake in advertising the 
spirit, principle and business methods 
of the Arps Hardware Co., and the in- 
tegrity of the firm I am at all times 
— to defend, fight for, die for or 


I am only an integral part of the 
concern, trying to make it come out in 
the right ‘end of the horn, and to do 
that I find it necessary ‘to advertise. 

My method of advertising is a form 
of educatior gleaned in the ‘school of 
experience, To make’ people think, 
laugh ‘and act I like to sprinkle salt ow 
the tail of an’ idea and it sometimés 
happens that I supply an overdose and 
it seems that my June number of the 
Idea-o-Graph had an overdose of every- 
thing, for compliments ‘and criticisms 
rained in by the bushel. 

I will refrain from telling ‘you all the 
good things I received, for I was just 
going to give Jimmy Canavan an order 
for a larger hat but when I got this 


I decided that I wanted a size or two 
smaller. 

I got one letter requesting in the 
name of the Lord to quit :issuing it, 
that it was rotten, unchristianlike, un 
gentlemanlike, and energies misdirect- 
ed, and that letter proved the fact that 
Dr. Tilden was about right when he 
said I would be accused of being an 
ass, a fool, an ignoramus, a schemer, 
insincere, insane and many othet things 
a upon the mental bias of my 


In humble gratitude I will confess 
that I am just a common old sinner. 
I am not looking for fame, power, 
greatness, wealth ‘or notoriety. ! 
don’t go to church. I am not a society 
leader or trying to break into it. I 
know nothing about etiquette. I am 
not in politics or looking for an office. 
I am not masquerading as a Messiah or 
an example of perfection. I am just s 
plain everyday hardware merchant. | 
have been thirty years in the business 
and what I.don’t know would fill vol- 
umes, but I know - pete 
necessary 80 w 8 
whether yes ike it oo bet ber ey 
send us a personal request to stop send- 





ing it. 


used the ad to state the facts: the reasons he re- 


served for a neat little reading notice. 


Some mer- 


chants account for their good business in that dry, 
stereotyped language that makes about the same 
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The Store of Quality 








x Bets ctive Tire 


Has Been the Direct 
Cause of Many Deaths 


This is a reasonable fact that you can- 
not afford to overlook. The tires 
we offer at these remarkable prices 
are warranted unconditionally 
and will render good service 
for hundreds of miles; in 
fact, they carry the man- 
ufacturer’s positive 
guarantee for 


3500 Miles 


Come in and examine 
them, then you will be 
convinced that your next 
tire should be bought 
from the Palace Store. 


Our Prices Compared With What You Have Paid 


Size Plain Tead  Non-Skid Red Tubes Grey Tubes 





5 
Per Cent 
Off For 
Cash. 


We carry a complete line of all other sizes i 
n tires and 
at proportionate prices. Come in and ask questions. —_ 


We Also Have Automobile Accessories 


Anything you may possibly be in need of 
will now be fo 
this-big store and at prices that will pay you to come here. eu: 


PYRENE 


May ‘save your car 
and besides rt will re- 
duce your insurance. 


15% 


Can you afford to 
take a chance with 
that car of yours? 


Will furnish a 


$7.50 complete outfit 


— to be put 


Better do it now. 


. 8—Brought fine business on tires and accessories 








Mr. Mechanic: 
Mephisto” 


The Bit With A Razor Edge. 


The only Augur Bit made with the 
Union Label. 


Will Be Ably 
Demonstrated at Our 
Store All Day Friday 

and Saturday Until 
One P. M. by a 
Factory Expert 


To make this demonstration a 
success and to become better ac- 
quainted with all 


We Will Give 
Away 


Absolutely Without 
Any Strings 
Attached 


One Set (13) of 
Mephisto ‘Mina: 
Auger Bits 


Retail Valae $6.00 


AT 12:30 
SATURDAY NOON 


ALL ARE WELCOME 


Remember that this live up to 
the minute hardware store closes 
every Saturday at 1 p, m., until 
further notice. 


You mechanics who appreciate 
Union Hours, ete., will, without doubt, 
realize what we are doing to enable 
our help to enjoy a few well carned 
hours’ rest. 


T. Hawley & Co. Inc. 


140 MIDDLE ST. 
CENTER OF CITY. 
The Original Hawley. 


No. 4—A demonstration well advertised 
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kind of a dent upon our sensibilities as a baby’s 
finger poke. Not so Hamp. He gets pith and per- 
sonality in his reasons and thereby puts one over on 
the average reading notice which nobody reads. 
Listen to Hamp: “My wife says that she has locked 
up my horoscope and that June is my lucky month. 
She and I were married in that month several years 
ago—lucky for me, but not so lucky for her. * * * 
While we were away the month of June my men 
sold more goods than any other month of my twenty 
years in the hardware business, more than three 
times as much as I sold the first year I was in busi- 
ness and equal to twenty-seven times the capital I 
started in business with. My wife says that was 
luck. No, that was not luck. That was due to hav- 
ing some of the best men in the country handling 
my business. To them and to my friends and cus- 
tomers I am indebted for this wonderful showing 
and I take this means of thanking them, one and 
all for the part they took in making June, 1916, 
the banner business month of my business career.” 
Like a real handshake, isn’t it? If you were a 
Hamp Williams patron, wouldn’t this cordial appre- 
ciation make you feel that even your small indi- 
vidual purchasing power was something of real im- 
portance. And if you were a Hamp Williams sales- 
man, wouldn’t this token of esteem from the “boss” 
warm your heart and act as a spur to greater 
achievements? Personality in business pays and 
Hamp Williams has discovered a new vehicle to 
carry along his personality. 


Duplicate This Ad and Get Tire Business 


No. 8 (2 cols. x 12 in.).—H. W. Goeller, adver- 
tising manager of the Palace Hardware House, 
Erie, Pa., sent us this ad with the statement that 
it produced great business on tires and tubes and 
Pyrene fire extinguishers. First, the ad is most 
carefully designed. The headpiece for the firm 
name and the cut tire set in diagonally give the ad 
great attention value. There is a new appeal in 
the heading; tires are not often thought of as ac- 
cident makers but they often are and the thought 
makes a deep impression on the reader. Right 
away it gives him a feeling of confidence in the 
tires handled by the Palace company. Then there 
is the complete chart of prices with discount. The 
salient points about the Pyrene are brought out in 
few words with the illustration and price as, eye 
catchers. Note, in the display, the neat breaking of 
the border to allow white space to the cut. Why not 
let a similar ad produce tire and accessory business 
for you? 


Getting the Crowd in for the Demonstration 


No. 4 (1 col. x 12 in.).—M. E. Cummings, who 
looks after the publicity work for T. Hawley & Co., 
Inc., Bridgeport, Conn., sent us this ad which is 
one of those pieces of publicity which surely ought 
to do what it was designed to do. A demonstration 
of Mephisto bits is featured and the inducement for 
attendance is a complete set of the Mephisto bits, 
to be given free. Just how this is to be done is not 
explained which adds a further pull to the ad. It 
might be a test of skill with the bit that will decide 
the winner, for aught the mechanic might figure out 
from the ad. The ad is very well worded and our 
only criticism is directed at the messy looking cut of 
the two Mephistos. Mr. Cummings ought to get a 
line drawing of the subject from the manufacturers 
for use in his newspaper work. 


Boosted Lawn Mower Business 


No. 6 (2 cols. x 9 in.).—After a period of com- 
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LAWN MOWERS. 


Here’s a Quartette of them, guaranteed to please the most 
exacting man alive with the work they do—with 
the added attraction of giving him 
something worth having in 
the way of savings 
in purchase 
money. 


AT MOCK AND KIRBY'S NOTED LOW PRICES. 





a 
“KUT EEZIE” LAWN MOWERS.—These eplendid low-priced grass cutters are a 
special line for smali lawns——and most reliable you'll. find one of them. “Ket. 
Eezies” are 3-bladed, and run remarkably light and casy. PRICES— 
10-inch Blades, 19/8; 12-inch Blades, 20/6. 
“CORNSTALK” LAWN MOWER &.--“Cornstalk” fs our registered 
trade mark, and it Agures on this line of mowers because of their 
undoutied excellence. No grass that grows will present a 
diMicuity to a “Cornstalk.” You can buy it with perfect oan 
fidence in what we say, and find yourself the satisfied owner of the 
finest close-cutting, 5-bladed mower any gardener could desire 
PRICES— § 
12 u“ 
22/6 m/- 


“SYDNEY MYSTIC” LAWN MOWERS.—These run on bal! bear. 
ings, and will make short work of any grass on earth Isa 
real pleasure to push them——a pleasire which grows with fre- 
quent use. At the price they're absolutely unbeatable —— apd’ 
there are 4 cutters to do the mewing. Cus— 
10 4 
28/- 


“LANDSCAPE” LAWN MOWERS.—The high 
¢riving wheel of these machines gives them 
great driving power, and makes easy work of 
the hardest job going. In addition they have 
a heavy wWttom plate——and are thoroughly 
well-made throughow' ve recommend 
Mowers unreservedly for ay 

grass. Has 5 close-cutting 


inch Blades, 
each. 


inch Blades 
each: 


“Landscape” 

grasses, or 

Llades. 
12-inch Blades, 45/-; 14-inch Blades, 60/-. 


Lawn Mowers 
Sharpened and Repaired. 


When your good old grass-cutter turns 
dog on you in the blades, ring us up— 
CITY 4030 (SIX LINES), 
4nd along will come our cart—pick up 
old blusty, and bring it back again 
later on sharp enough to shave the 
toughest of Old Earth's green 

whiskers 





Horse Rugs. 


Pop in and see our grand values and 
low prices. before you spend more 
than need be elsewhere. 

“Think of the poor old nag out in the 
cold; think of the warmth a rug would 
put in him; think of the sevings our 
NOTED LOW PRICES mean to your 
pocket——and buy that Horse Rug 
HERE. 

















‘Phones——City 4030 (Six Lines). 


All George-strect Trams Stop at Our Doors. 


NOCK & KIRBY, LTD. 


“The Heme of Noted Low Prices.for Genera] Hardware and Drapery,” 
138, 1:9, 192, 194, IMA GEORGE-STREET 
(Near Circular Quay), SYDNEY. 


NA NSA AS TRA MOREL ROR 71 a Noone 
No, 6—Sales from this ad were really remarkable 








parative/dullness in the mower lines, Nock & Kirby, 
Ltd., of Sydney, Australia, inserted this ad, and 
according to Harold T. Nock, who sent us the ad, 
results were really remarkable. The copy in this 
mower ad has a tang peculiar to itself. Just read 
it over and catch a little of the writer’s enthusiasm 
and individual manner of expression. Then note 
that the mowers are presented in a group of four 
at varying prices, so that the appeal reaches out 
for every reader by catering to every pocketbook. 
Note the arrangement of the opening talk, in an 
inverted triangle leading to the low-price line and 
the text. Remember this for your next ad. _ The 
cut fits in very neatly. The prices should have been 
in blackface, but that omission was the fault of 
the newspaper, on whose negligence Mr. Nock has 
this to say: “We ordered blackface type to be em- 
ployed in setting out the sizes and prices, but with 
that glorious indifference which characterizes the 
Australian printer, our request was simply treated 
with lofty disdain.” The American hardware dealer 
who can have all the revises he desires would be 
hard beset if confronted with the difficulties of 
dealing with the Australian newspaper. Note how 
the panels in this ad stand out without drawing 
attention from the main argument. 


C. N. and F. W. Jonas, San Francisco and Los An- 
geles, representing the American Grinder Mfg. Com- 
pany of Milwaukee, Wis., on the Pacific Coast, have 
completed arrangements for the opening of a branch 
office in the city of Seattle. A full sample line will be 
carried at this address, the same as at the other two 
points. 





Trade Conditions and Iron, Steel and Hardware Prices 


PITTSBURGH 


Office of HARDWARE AGE, 
Pittsburgh, August 21, 1916. 


AN extremely healthy condition of affairs is reflected 

in the local hardware situation, the only discourag- 
ing feature being the difficulty to secure goods from the 
mills and factories, and the delayed announcement of 
prices for future delivery, particularly the first half of 
next year. This has not as yet been placed before the 
average retailer, but it has begun to worry the buying 
end of big distributing houses. 

The movement of builders’ hardware has not been as 
active in this district as usual at this time of the year 
because of the high prices and the fact that aggregate 
costs of building when the various factors are all consid- 
ered have been greatly in excess of estimates by individ- 
ual prospective owners, and there has been comparative- 
ly little contract or company building. 

The movement in automobile supplies and equipment, 
spare parts and accessories has been very good and more 
retailers have begun to appreciate the turn-over value 
in this line. 

All classes -f rubber goods are moving well and job- 
bers are having no trouble to supply their trade; but on 
all articles into which iron or steel enters the exact re- 
verse is true regarding the supply from mills. 

It has been extremely difficult to secure an adequate 
supply of all kinds of tools, including files, hammers, 
chisels, hatchets, hacksaw blades, drills, etc., and there 
is a marked scarcity of machine and carriage bolts, lag 
screws, cap and set screws. 

The retailers have cleaned up better this summer on 
all their seasonable goods than has been the case for 
several years, and the approach of fall finds most of 
them practically bare of such seasonable lines as screens, 
refrigerators, wire goods, lawn mowers, garden hose, 
bicycles, etc. 

They are now stocking up on the next seasonable line, 
coal hods, stove pipe and elbows, sleds, stove boards and 
skates, but jobbers report that retailers are not antici- 
pating requirements very far ahead because of the high 
prices. 

A great many jobbers’ salesmen are still on vacations 
and the distributing houses have not started their active 
campaign on spring goods, and this move will probably 
be a little delayed this year because mills and factories 
have not yet fixed their prices, being held up by steel 
works refusing to accept for future orders or announce 
their basing prices. When this is done jobbers will be- 
gin to take on orders for farming implements, lawn 
mowers, etc., for next year. No 1917 prices have as yet 
been announced on sporting goods. 

Current mail-order business has been light, and this 
is attributed to the vacation period. Collections have 
been good, and one large house reports that as of July 
1 its percentage was better in this direction than at any 
similar period in the past five years, and that on Aug. 1 
it was almost as good, indicating a marked improvement 
for midsummer. 


Wire Propucts.—The demand for prompt delivery is 
extremely heavy, but there has been no particular 
change in the market. Jobbers are specifying freely 
on their contracts, and mills report that there are no 
large stocks of wire or fence throughout the country 
and point out that because of the high prices farmers 
have not bought as heavily as usual. On nails, mills 
are now trying to favor domestic trade at going prices 
rather than turn their tonnage into export business, 
which is so freely offered at about $20 per ton above 
domestic quotations. 

We quote wire nails in large lots to jobbers, $2.60 to $2.70 
ase; in carload lots to retailers, $2.75 base; less than car- 


load lots, $2.85 to $2.90: galvanized nails, 1 in. and larger, 
extra; shorter than 1 in., $2.50 extra. 


Plain annealed wire, $2.55; galvanized barb wire fence 
staples, $3.45; painted barb wire, $2.75; polished fence 
staples, $2.75 ; cement coated nails, $2.40 base, all f.o.b. 
Pittsburgh, with freight added to point of delivery, terms 60 
days, net, less 2 per cent off for cash in 10 days. 

Plain annealed wire, $2.75, f.o.b. Pittsburgh, with freight 
added to point of delivery, terms 60 days, net, less 2 per cent 
off for cash in 10 days. 

IRON AND STEEL Bars.—The past week has seen some 
extremely heavy buying by agricultural and car works 
trades for their requirements into the first half of 1917, 
it being understood that the implement people were 
granted a concession of $2 per ton over the present mill 
quotation of 2.60c., base. It is reported that many of 
the jobbers throughout the country are in better shape 
for deliveries out of stock on the wide range of sizes 
than the mills could possibly give from current rollings. 
The heavy demand for munition stock has practically 
taken the entire production of the mills for heavy 
rounds for the next six months. Large consumers and 
distributers are covered by contract for as far ahead as 
mills will accept commitments, and_ specifications 
against these contracts are very heavy. 

We quote steel bars at 2.60c. for delivery at convenience 
of the mill, and small rounds from stock at 3.10c., and for 
large rounds, 2-in. and over, from stock at 3.75c. 

We quote refined iron bars at 2.60c., and railroad test bars, 
2.70ec. to 2.80c. at mill. 

NuTS AND Bouts.—Consumers as well as jobbing 
houses are having a great deal of difficulty in getting 
material from nut and bolt manufacturers, this being 
reflected back to the trouble they are having in getting 
shipments from the mills. There has been an unusually 
heavy demand for small-lot shipments to tide over 
pressing necessities, and manufacturers are not in- 
clined to take on any large volume of new business be- 
cause of the filled-up condition of their order books. 
Discounts in effect from May 19 are as follows, deliv- 
ered in lots of 300 lb. or more, where the actual freight 
rate does not exceed 20c. per 100 lb., terms 30 days net, 
or 1 per cent for cash in 10 days: 

Carriage bolts, small, rolled thread, 50 and 10 per cent; 
small, cut thread, 50 per cent; large, 40 per cent. 

Machine bolts, h. p. nuts, small rolled thread, 50 and 10 


and 5 per cent; small, cut thread, 50 and 5 per cent; large, 
40 and 10 per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 and 10 and 
5 per cent; large, 35 and 5 per cent. Blank bolts, 40 and 10 
per cent; bolt ends with h. p. nuts? 40 and 10 per cent; bolt 
ends with c. p. nuts, 35 and 5 per cent. Rough stud bolts, 
15 per cent. Lag screws (cone or gimlet point), 50 and 10 
per cent. 

Forged set screws and tap bolts, 10 per cent. Cup and 
round point set screws, case hardened, 60 per cent. Square 
and hexagon head cap screws, 55. Flat, button, round or 
fillister head cap screws, 30 per cent. 


BorteR TuBes.—There has been no change in this 
market, and the heavy demand continues with very ac- 
tive specifications. One large Western jobber who is 
up against it for a fair tonnage of tubes paid a con- 
siderable premium to a commercial boiler manufacturer 
who had stock in excess of requirements, due to fore- 
sight in early buying. Discounts on less than carloads, 
freight to destination added, effective from April 15, 
1916, are as follows: 


to 4% in 


5 and 6 in 


4 
Locomotive and steamship 
higher prices. 
1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 
2 in. and larger, over 22 ft., 10 per cent net extra. 


SHEETS.—Mills are filled up to such an extent on 
open-hearth stock that it is next to impossible to se- 
cure this grade of material during the balance of the 
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year, although inquiry for Bessemer sheets would still 
be given consideration. A slightly heavier demand has 
developed for the lighter gage of black sheets, but the 
pressure of shipments on the heavier gages still con- 
tinues. There is a particularly active demand for elec- 
trical sheets. Mill order books have not been opened 
for deliveries during the first half of next year, and 
several of the large automobile concerns which, as a 
matter of precaution, tried to make reservation con- 
tracts, with prices to be determined later, have been 
requested to wait, that conditions might develop where 
they would not be able to secure the full tonnage de- 
sired but that they will receive a fair proportion of the 
total tonnage output. Makers’ prices for mill ship- 
ments on sheets of U. S. standard gage, in carload and 
larger lots, are as follows, 30 days net, or 2 per cent 
discount in 10 days: 
Blue Annealed Sheets 
Cents per Ib. 

eh. BOS Gias histo ib Sales ae rans eae 2.95 to 3.20 

TR BO SS ee rrr Fc 3.00 to 3.25 

Nos. EB. Ree eer are 3.05 


to 3.30 
ee Oe ee a ee erences tre 3.10 to 3.35 
ee | eae oe rrr 3.20 to 3.45 


Box Annealed Sheets, Cold Rolled 
21 


Galvanized Sheets of Black Sheet 
10 and 11 3 


lh seal sa meal oe a ol 
ecooocoo 
Rm 8909 09 09 20 0 89 
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WrovucutT Pire.—Mills are in fair shape to give de- 
liveries on butt-weld sizes under 3 in., and jobbers 
thave begun to take advantage of this situation. Early 
in the year, in anticipation of the present filled-up con- 
dition of the pipe mills on gas and oil country goods, 
jobbers took on quite a tonnage in excess of ordinary 
requirements, and in some cases are asking mills to 


August 24, 1916 


anticipate to the extent of shipping December specif. 
cations during September and placing new orders for 
the latter delivery. The following are the jobbers’ cap. 
load discounts on the Pittsburgh basing card in effect 
on black pipe from April 21, 1916, and on galvanized 
from July 24, 1916, all full weight pipe: 
Butt Weld 
Steel 

Inches Black Galv. 

%, % and &%.... 63 351% 
67 51 


55 


Lap 


Reamed a 
531% 
48% 
51% 





40% | &, % and %... 52 
50% | § 
541% 

551% 


Lap Weld, extra strong, plain ends 


| 1% 
& 
12 


Butt Weld, double extra strong, plain ends 
Me: cate oe Sale ee 43% wy 
. a ee 58 46% 
2 to 2% 48% 
Lap Weld, double extra strong, plain ends 
© ea wha} Osiee asi ee 438% | 1% 
Bae OO Sy ko ctves 57 45 2 
| ee Bere 56 44%, rth 
7 to 8 f 35% 4 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


NEW YORK 


Office of HARDWARE AGE, 
New York, August 21, 1916. 

QpPINION S vary as to current trade conditions. A 

manufacturer’s representative just back from the 
Middle West found jobbers there who had long heSitated 
in buying who now were exceedingly anxious to place 
orders, and have goods delivered in time for fall trade, 
and some of them were willing to buy from other job- 
bers, better prepared, rather than pay existing factory 
prices. 

With steadily advancing prices there is commonly 
the fear that the peak has been reached, and conse- 
quently a disposition to wait in the expectation of 
declines, but many buyers have gotten by that stage, 
in the various lines of production and distribution, and 
they are now more concerned over deliveries than about 
quotations. 

Some of the largest producers in the U. S. A. are 
now placing orders for tools to be delivered in January 
and February next, and we are told that it is common 
practice for certain big interests to look much farther 
ahead than usual in placing orders. We also find large 
capacity manufacturers who say they are turning down 
more good business, that they would be very glad to 
have, than they are accepting, through sheer inability 
to ship inside of six or more months. 

A principal in one establishment having four or 
five factories, making high grade tools and hardware 
specialties, says that with them new orders, at present, 
are not coming along so liberally as earlier in the year, 
part of which he ascribes to the fact that some custom- 
ers had not yet received goods ordered months ago, so 
that in their case, just now, there is considerable hand 


to mouth buying. Yet this concern is not pushing for 
trade because they have plenty of back orders still in 
hand, and are greatly bothered to get steel and other 
supplies. This is so pronounced that they would accept 
but 10,000 of an order for 60,000 of one kind of tool 
for overseas, but were unwilling to guarantee deliveries 
unless they had certainly in their factories the neces- 
sary raw material from which to make the goods. 

One establishment has been offered a great many 
contracts from abroad but does not dare to take more 
than a fair proportion because of shortages in raw 
material. Then the labor situation is very uncertain 
and becoming more so. 

Another feature that stands out is that buyers are 
gradually becoming reconciled to higher prices, which 
they are coming to realize must be. accepted if they 
are to do business, and appear to be more concerned 
about reasonably prompt shipments than prices, espe 
cially where orders have been held too long in abeyance. 
A manufacturer who invariably holds up all orders con- 
taining “prices as last” until he has advised the sender 
that only current figures go, says they get no counter- 
mands. at all. 


Wire NAILts.—Dealers in wire nails note a change it 
feeling as to the desirability of buying which is ™ 
harmony with the stronger tone in other materials, 
much of which runs into tonnage. There was a bel 
that prices were high and there might be some recessi02 
but much of this apprehension is disappearing and met 
chants find they must strengthen stocks in anticipation 
of larger business in the fall. 


Wire nails, in store, are unchanged at $3.10 and carted 
by the jobber $3.15 base per keg. 
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Cur Naits.—Manufacturers of cut nails are finding 
it difficuit to get material while labor is continually 
costing more. Some of the producing costs in cut nails 
are said to be about 20 per cent higher than in May. 
Cut nails for export, at present are not coming in very 
fast, while most of the orders of this character have 
been quite well cleaned up. 

Cut nails, in store, are $3.10 and delivered in carting limits 
by the jobbers, $3.15 base per keg. 

LINSEED O1L.—There is not any especial activity in 
the linseed oil market although there is a slight im- 
provement in the consumptive demand. Prices have 
been somewhat higher because of the unfavorable crop 
conditions for flaxseed in the United States Northwest 
and Canada, while there are reports of poorer prospects 
for seed cultivated in Argentina. 


Linseed oil, raw, city brands, is 74c. in 5 or more bbl. and 
Thc. per gal. for less quantities. 
State and Western oil ranges from 72 to 73c. per gal. both 


in carloads and smaller lots, according to the seller. 

Winpow GLAss.—There is comparatively little doing 
just now in the distribution of glass, which is custom- 
ary for the summer period, especially in August, but 
representative manufacturers and merchants say that 
on the whole business is remarkably good for the hot 
season. Domestic trade is fair with many inquiries in 
anticipation of a good fall business. Much, it is said, 
will depend on the labor question and rates agreed on 
for manufacturing glass. 

Window glass, AA and A qualities, single and double 
thick, are 88 per cent discount, B quality, first three 
brackets, single thick, 90 and 10 per cent, B grade, 
larger than the first three brackets, single thick, 89 per 
cent, and all B quality, double strength, 90 per cent 
discount from jobbers’ lists. 


Ropre.—The sisal situation in Mexico is as perplexing 
as ever and buyers are uncertain whether raw sisal will 
go to say 11c. per lb. or not for September purchases; 
control is entirely in the hands of the Mexican Regula- 
tory Committee. Manufacturers, therefore, are chary 
in making quotations on all sisal products because of 
the difficulty of forecasting the future on the basic 
material. Such quotations as are made often have 
strings to them; manufacturers being specific about the 
quantity to be delivered, a certain limit of time and quo- 
tations to be for prompt acceptance only. The demand 
is not as strong as it was but is very satisfactory for 
the time of year. 


CHICAGO 


Office of HARDWARE AGE, 

Chicago, August 21, 1916. 
REPoRTS of crop failures and the threatened general 

Strike of railroad employees have as yet had no 

noticeable effect on trade conditions in the Chicago ter- 
ritory. Business in all lines is good. There is an un- 
usual amount of building going on, particularly in 
apartment buildings, and many real estate transfers 
are being made. There is a tendency among retailers 
in the grain belts toward a policy of retrenchment in 
the matter of buying, due to the crop shortages. The 
slight falling off in business from those localities, how- 
ever, has been more than made up by increased orders 
from other districts. 


Jobbers report a steady volume of business with a 
decided increase in orders for wire nails and other wire 
Products. Collections are fair. Retailers are in the 
midst, of the heavy business due to sales of harvesting 
supplies. They also report unusually heavy sales of 
garden hose and lawn equipment due to the continued 
hot dry weather. The disposal of early crops is also 
aiding in the matter of collections. 


There is a pronounced stiffening in the steel market, 
and prices in all lines of steel goods are firm. The de- 
mand for bars is much heavier and the mills are care- 
fully scrutinizing orders. They are also insisting on a 
hon-cancellation policy in regard to contracts, whether 
Specified or not. This means that hereafter buyers 
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Manila rope, first grade, is still 19c., second grade, 18c., 
third grade, l6c. base per Ib. 

Sisal rope, first quality, is 14c. and second quality 13%c. 
base per Ib. 

NAVAL StTorES.—There has been a firmer tone in the 
primary market on naval stores, which has reflected 
a little stronger local situation. In Savannah there 
have been larger sales but the improvement in demand 
here has been but little increased so far. While cur- 
rent sales are light and scattered, the totals are looked 
upon as approximating expectations for this usually 
dull season. 

Spot turpentine, in yard, ranges from 46 to 46%c. 
per gal. 

Rosins continue dull. Merchants show little disposi- 
tion to urge sales, being content to wait on the better 
tendency developing in the southern markets. 

Rosins, in yard; on the basis of 280 lb. per bbl. B 
quality is $6.15, C, $6.25 and D grade is $6.50 per bbl. 


HINGES, WROUGHT Goons, Etc.—The Stanley Works, 
New Britain, Conn., announce that effective from Aug. 
17, all prices previously issued by the company are with- 
drawn, and that new quotations will be issued in the 
immediate future, showing advances of approximately 
10 per cent. 


LAWN ‘Mowers.—Manufacturers of lawn mowers 
quite generally, if not universally, have added 10 per 
cent to the prices of lawn mowers, which were effective 
July 1 last. It will be remembered that at that time 
advances were made to previous prices equivalent to 
from 25 to 33 1/3 per cent, or, as it has been said, 
an average of about 30 per cent. 


Twist DRILLS AND REAMERS.—Increasing difficulties 
in securing adequate raw materials and higher labor 
costs has caused an advance in the following goods: 
Straight and taper shanks, blacksmiths’, jobbers and 
wire gage twist drills, up to No. 53, now range from 
50 to 50 and 10 per cent discount from list for medium 
purchases. 

The average market for bit stock drills is now rep- 
resented by a discount of 60 and 10 per cent with con- 
cessions, of course, for round lots to jobbers. 

Sargent & Co. announce that the market conditions 
affecting materials and labor compelled them to make 
an advance in price of 10 per cent on Aug. 19 on all 
goods listed in their catalog up to and including page 
No. 873. New prices are being prepared and will be is- 
sued as soon as ready. 





will be held to the contract price and will not receive 
the benefits of a decline. 

Chicago has received the 1c. decline in gasoline tank 
prices which went into effect in New York and the 
South a week ago. It is predicted that further declines 
will follow in the near future. 

The linseed oil situation is unchanged, and the manu- 
facturers are all apparently observing the recent rise 
of 3c. The demand is said to be better than earlier 
in the season and prices are firm. 

Copper has dropped 2c. per lb. in the last two weeks 
without any apparent justification for the decline in 
price. 

Wire Naits.—The heavy demand for wire nails indi- 
cates that both jobbers and retailers are beginning to get 
their stocks in shape for fall trade. The continuance 
of good weather has stimulated building operations and 
increased the wire nail demand. The sales are expected 
to grow steadily heavier for some weeks to come. 

We quote wire nails out of stock at $2.839 per keg base to 
retailers in carload lots. Smaller lots 10c. higher 

BARB WIRE AND STAPLES.—The demand for barb wire 
and staples continues very strong. While the present 
high prices have curbed the domestic demand to some 
extent, dealers are still selling considerable quantities, 
and the demand from foreign sources seems to be in- 
creasing. Mills are working to cadacity, but are far 
behind in the matter of filling orders. Prices are firm. 
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We quote to the retail trade as follows: Painted barb wire, 
$2.99 per cwt. in carload lots f.0.b. Chicago. Smaller lots 
10c. higher. Galvanized barb wire, $3.69 per cwt. in car- 
load lots f.o.b. Chicago. Smaller lots 10c. higher. No. 9 
plain annealed fence wire, $2.79 per cwt. in carload lots 
f.o.b. Chicago. Smaller lots 10c. higher. Polished fence 
staples, $2.99 per cwt. and galvanized, $3.69 in carload lots 
f.o.b. Chicago. Smaller lots 10c. higher. Freight is added 
to point of delivery. Terms 60 days net, less 2 per cent off 
for cash in ten days. 


NuTs AND Bo.tts.—There is no change in the market 
conditions for nuts and bolts. Retailers are selling 
large quantities of machine bolts during the harvest 
periods, but the mills report a falling off in the general 
demand. Prices are unchanged. 

We quote to retailers, machine bolts up to % x 4 in., 60 and 
10 per cent; larger sizes, 50 and 10 per cent discount. Car- 
riage bolts, % x 6 in., 60 and 5 per cent; larger sizes, 50 per 
cent off. Hot pressed nuts, square, $3.25 off per 100 Ib. 
Hexagon, $3.25 off per 100 Ib. 

SHEETS.—The market for sheets is unchanged. There 
has been a slight increase of domestic buying and a 
somewhat heavier demand for the black sheets. Gal- 
vanized sheets are still selling slowly, but the demand 
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for this type is expected to increase in the near future, 


We quote for Chicago delivery of sheets to retailers, ag fo}. 
lows: No. 10 blue annealed; 3.40c.; No. 28 black, 3.106, to 
3.20c.; No. 28 galv., 5c. to 5.10c. Minimum prices to apply on 
bundles of 25 or more. 

Bars.—There has been a decided ‘ncrease in the de. 
mand for bars. The mills have advanced prices $2 per 
ton, but as yet there has been no advance in the jobbing 
prices. Many manufacturers are reported to be short 
in the matter of bar stock, but the larger concerns who 
purchased early in the season are well supplied. 


We quote soft steel bars, 3.10c.; bar iron, 3.10c. ; 
ing bars, 3.10c., base. 


reinfore- 


LINSEED O1L.—The demand for linseed oil is reported 
to be better at this time than at any time this year. 
Manufacturers are all taking advantage of the recent 


advance and the price is firm. 
We quote f.o.b. Chicago, strictly pure, old poccems linseed 
oil, carloads, raw, 7ic. per gal. Carloads, boiled, 72c. Five 
or more bbl., raw, 73c. Five or more bbl., boiled, 74c. Legs 
than five bbl., raw, 75ic. Less than five bbl., boiled, 76¢, 


A window display in which a duck pond and live young mallards were the features of attraction. It attracted 
crowd that blocked Minneapolis traffic 


A Window Duck Pond 


A SHOW WINDOW is more or less of a stage on 

which good, bad or indifferent productions come 
For the past few years some of our large 
theaters have leaned heavily towards exhibitions in 
which large swimming pools or skating rinks were 


and go. 


the principal features. Perhaps this had some in- 
fluence on W. K. Morrison & Company, Minneapolis, 
Minn., when their store front was remodeled. Pro- 
vision was made in one of the windows for a tank 
in which displays of fish could be featured. At the 
beginning of the season the tank contained several 
species of trout, while later on the trout gave way 
to bass. A showing of fishing tackle was, of course, 
used in connection with each display. 

But the display that drew the most attention was 
one made recently in which live young mallard 
ducks were the real attraction. These lively little 
fellows, diving for frogs and fish, drew such a 


crowd that traffic was blocked at times and the 
pressure was often so great as to threaten to break 
the window glass. 

W. K. Morrison & Co. frankly admit that adver- 
tising of this kind does not always sell merchandise 
at the time the display is made, but considering the 
fact that this company sells great quantities of 
sporting goods, that your hunter and angler is # 
man of moods and whims and that some unus 
feature such as this will often arouse his real sport 
ing blood and hold his trade, there is but little 
doubt that a certain amount of publicity of this 
kind is a genuine help. At least this one concem 
has found it so. 


THE ALBION Bott ComPaANy, Albion, Mich., has beet 
incorporated with a capital stock of $10,000 to manv 
facture bolts and nuts, particularly for autom 
purposes. The officers of the company are: President, 
Mark Merriman; vice-president, C. B. Hayes; set 
tary, Otto Schwacha, and treasurer, W. C. Morrey: 





August 24, 1916 








HARDWARE AGE 





Use these folders 
and bring new 
business to your 
store. 


WE have just had 


printed an edition 
of “Stanley Hardware 


for Your Garage.” This 


booklet describes and illus- 
trates in an interesting way 
such popular articles as the 
Stanley Garage Door Holder, 
Garage Door Hinges, Door 


Latches and Pulls, Chain and Foot Bolts, Padlock Hasps, ete. 


STANLEY Garage Hardware 


is well and favorably known. It sells easily, and is a 


splendid line to handle from every point of view. 


worth while to push it. 


RING new and profit- 


able customers to your store 
by sending out these folders to 
contractors, carpenters, builders, 
and to those who have bought 
new cars (state registration list). 
Be sure you have these folders for dis- 
tribution in the store to customers in 
the auto department. 


NEW BRITAIN, 


New York 
100 Lafayette St. 


It is 


WITHOUT cost’ to you 


we'll be glad to imprint 
your name and address on the 
front cover of these books. Just 
let us know how many you 
want. 


Fill out and mail the 
coupon now. 


g CONN,, U.S. A. 
Chicago 
73 E. Lake St. 


See our advertisement on ‘‘Box Strapping,’’ August issue. 
























NEW GOODS AND NOVELTIES} © 


Products Being Placed on the Market 
by Hardware Manufacturers 


Carola Phonograph 


The Carola Company, Leader News 
Building, Cleveland, Ohio, recently an- 
nounced the Carola talking machine 
to the trade. 

The Carola phonograph is of the 
cabinet style, with a compartment for 
records, and a top that can be easily 














The Carola Phonograph 


lowered or raised. All Columbia and 
Victor records can be played. Stand- 
ard needles are used. 

The instrument is but 22 in. high, 
and weighs only 11 lb. With one wind- 
ing it is said to play one 12-in., two 
10-in., or three 8-in. records. 

The body is made of steel, but the 
sound waves pass through a specially 
constructed tone arm of violin fiber, 
which is said to eliminate all metallic 
sounds. The body is given a beau- 
tiful mahogany finish in very close im- 
itation of wood. 

The retail price of the Carola pho- 
nograph is $15. 


Domino Phonograph 
Records 


The Domino Phonograph Corpora- 
tion, 29 East Twenty-second Street, 
New York City, manufactures the 
Domino phonograph record. It is re- 
corded in a smaller circle than is 
usual, which is made possible by the 
vertical cut method that permits a 
greater number of grooves to be made 
to the inch. The Domino record is 
about 7 in. in diameter. It is repro- 
duced best on such machines as the 


Sonora, Starr, Pathé and others hav- 
ing special facilities for playing ver- 
tical cut records. It may, however, be 
played on other types of machines by 
using a small and inexpensive attach- 
ment that changes the position of the 
sound box. The attachments can be 
sold as low as 25c. each. 

A new list of records is issued each 
month containing popular standard se- 
lections. At the present time the en- 
tire list includes 110 selections (55 
records), as the Domino records are 
of the double-disk variety. The retail 
price is 35c. each, or three for $1. 
There is a liberal discount to the 
dealer. The corporation furnishes 
dealers with a number of attractive 
posters, hangers, folders, lists, etc. 


Price Card Pasters 


The Book Department of HARDWARE 
AGE has prepared a book of gummed 
pasters, on which are neatly printed, 
in plain, large letters, the names of 
about 700 common items carried in 
the average hardware store. Where 
a diversity of stock is carried under 
a common name, a number of such 
labels are provided. 

In every store there are many de- 
mands for neatly lettered signs or la- 
bels. Bins, drawers and boxes must 
be marked to show their contents. 
Price cards need large, plainly marked 
headings, and the crudely lettered la- 
bels seen in so many stores fall far 
short of pleasing the man who made 
them or of answering fully their spe- 
cific purpose. It is to meet such con- 
ditions as these that the new book of 
price-card pasters was issued. 

In addition to the general headings 
mentioned there are two pages of 
small headings for number and size, 





ALUMINUM WARE 


COST LIST 


No. OR 
SIZE RETAIL SPECIAL 











This cut illustrates the size and style of 
type used in the price card pasters 


retail and special selling prices, and 
the cost and list prices. These may 
be used on large cards where no head- 
ings are printed in the columns, and 
in various other ways that will sug- 
gest themselves. 

All the pages are gummed with ex- 
tra quality glue, and are guaranteed 
to stick in any temperature. The price 
is 25c. per book. 


THE PALMYRA MFG. CoMPANY, Pal- 
myra, Pa., has erected a building 76 
x 28 ft., and will manufacture metal 
and wooden toys and other hardware 
specialties. 
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Knife Attachment for 
Pencil or Pen 


W. E. Meadwell, P. O. Box 391, I. 
aca, N. Y., has recently perfected g 
new attachment for fountain pen ’ 
which incorporates a small blade @ 
steel eraser that operates from the 
pen cap. 

It consists merely of an outer tub. 



















































































A knife attachment for a pen or pendh 







lar casing, which is entirely open # 
one end and which has a slot in ti 
other end through which the blad 
passes. A tubular plunger which at 
ries the blade is arranged so thati 
will slide easily within the casing a 
still hold the blade firmly. The bi 
is locked in position either projectilf 
from the cap for use or safely 
within it by means of a pin 

into the plunger and which ex 
through a bayonet slot in the side ot 
the casing. Horizontal slots at 
end of the vertical one permit i 
blade to be locked. 

















Tue A. W. CasH Company, # 
East Wood Street, Decatur, Ill, ™ 
recently incorporated under the 
of the state of Illinois for the pu 
of manufacturing and selling # 
sure-reducing and regulating 
A. W. Cash is president. He has 
wide experience in the design, ma® 
facture and installation of valves a 
hot and cold water, steam, at i 
and various kinds of gases and 
the designer and patentee of 
regulating valves. G. L. Moore, # 
retary and treasurer has beet 
ciated with Mr. Cash as his 
for several years. Several new 
of valves will be manufact 
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3 $10,000,000.00 | 


Worth of Garage Door Hardware 


That is a fair estimate of the amount of garage door hard- 
ware that will be sold through the hardware dealer this year. 


Some of this business will be in your city. 
Are you prepared to get this business? 


Carrying out our idea of “working together” and to place 
you in position to give prompt, over-the-counter service. 


R-W Garage Door Equipment 


can now be furnished, boxed 
in complete sets. 


These sets come to you, when ordered, packed in a strong wooden 
box with all the required hardware intact. The R-W Trolley Track for 
each job is taken out of your stock, or can be ordered with the packéd sets. 


No. 435 R-W Sliding-Folding Garage Door Hardware is packed in 
sets for three door, four door, five door and six door outfits for No. 31 size 
trolley track. 

No. 235 R-W Right Angle Garage Door Hardware is packed in sets 
for No. 31 size trolley track. 


_ Sliding door hardware for openings eight feet to eighteen feet wide 
is standard. Stock these sets. 


ichards- Wilco 


ie _MANUFACTURING Co. fea 


=J AURORA ILLUSA.|® 


BRANCHES: 


New York Chicago Boston Philadelphia 
St.Louis Minneapolis Los Angeles San Francisco 











No. 435 R-W Sliding-Fold Garage Door 
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Fireplace Fixture Catalog 


The Stover Mfg. Company, Free- 
port, Ill., has recently issued a new 
catalog No. 1590, which makes void 
all previous catalogs including Nos. 
1434, 1525, 1550, 1551 and M-13. In 
this new publication are illustrated 
and described many attractive designs 
of andirons, fire baskets, both plain 
and, ornamental, fire grates, guards, 
screens, fireplace sets, firewood holders 
and gas logs. Shown in this catalog 
also is the Stover combination dome 
damper, by means of which a great 
deal more of the heat ordinarily 
wasted by being allowed to pass up the 
chimney can be utilized in heating the 
room than if the chimney is left en- 
tirely open. In addition are shown a 
variety of trap doors, thimbles, check 
drafts, stove hardware and door 
knockers. 


Screen Door Brace 


N. Bohannon, Chase City, Va., has 
recently placed on the market a new 
brace for screen doors. It is designed 

















The Bohannon screen door brace 


to keep the door from sagging or to 
bring it back into shape if it has al- 
ready sagged. 

It can be easily put in place. No 
tool of any kind is needed. One end 
of the brace is placed against the out- 
side upright of the door and the other 
end against the center cross-bar after 
the door has been lifted into a natural 
position. The brace, which is hinged 
in the middle, is then forced into a 
straight line. 


Stanley Garage Door 
Hinge 


The Stanley Works, New Britain, 
Conn., has recently added to its line of 
Stanley garage hardware a new extra- 
heavy garage door hinge. 

This hinge, which is equipped with 
weather-tight ball-bearing washers 
fitted between its joints, is especially 
designed for heavy garage doors. It 
allows the use of the entire opening 
as the door is thrown back of the line 
of the casing edge and it, therefore, 
is particularly adaptable to garages 
with narrow entrances. The strap is 
24 in. long. Its ornamental corruga- 
tion adds to its strength and appear- 
ance. 

As mortising is unnecessary this 
hinge is easily applied. Two of the 
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The Stanley extra-heavy garage door hinge. 


The phantom view at the right illustrates 


the manner in which the leaf covers three of the screws in the pad 


screw holes in the pad are exposed 
on the outside. Three screw holes are 
covered by the long leaf, so that when 
the door is closed the hinge cannot 
be removed. To use this hinge the 
casing should be flush with the face 
of the door. 

The catalog number of this new 
product is No. 1456. It is packed with 
2-in. No. 20 wood screws, one pair in 
a box. Whenever specified, however, 
% x 8%-in. carriage bolts for the 
strap, and 2-in. No. 20 wood screws or 
% x 2-in. lag screws for the pad will 
be furnished, as this hinge is made 
with combination holes for either 
screws or bolts. 

The finish can be dead black japan, 
plain japan, Stanley sherardized, or 
dead black japan over Stanley 
sherardized. 


Dixon Advertising Service 


The Joseph Dixon Crucible Com- 
pany, Jersey City, N. J., has recently 
prepared a twelve-page booklet en- 
titled, “Business Power,” which illus- 
trates attractive electrotypes of strong 
newspaper advertisements for dealers’ 
use. The series has been especially 
prepared to fit the needs of retailers. 
The advertisements are of various sizes 
from 2 in. single column to 8 in. 
double column. They are given dis- 
tinction by means of attractive borders 
and illustrations. These electrotypes 
are mortised so that the name and 
address of the dealer can be inserted 
in such a way’that the advertisements 
will appear to be of his own individual 
making. 


« Pocket Eze” Knives 


The Robeson Cutlery Company, 
Rochester, N. Y., manufacturers of 
“Shur Edge” cutlery, recently brought 
out a new line of pocket knives, which 
will be sold under the name of “Pocket 
Eze.” This name appears on a red 
shield on the handle of each knife. 

This new line of knives, including 
even jack knives of the largest size, 














One of the “Pocket Eze” knives 


is made with the blades sunk into the 
handle when they are closed. This 
prevents a knife from wearing the 
pocket in which it is carried. 

The “Pocket Eze” knives range in 
price from $4.50 to $11 per doz. 


“Community” Vacuum 
Washer 


Altorfer Brothers Company, Peoria, 
Ill., recently placed the “A, B, ¢ 
Community” vacuum washer on the 
market. This machine is operated by 
hand and derives its name from the 
fact that it utilizes the vacuum sue. 
tion system of cleaning clothes, 

It is claimed that the “Community” 
vacuum washer can be operated with 
practically no noise because of the 
fact that ball bearings are used 














The “Community” hand vacuwm washer 


throughout. The machine is small’ 
and compact and can be easily oper 
ated. All moving parts are inclosed 
The washer measures 22 in. it 
diameter at the top, 25 in. at the bt 
tom and is 13% in. deep. The ti 
has a natural wood finish highly 
varnished. The mechanism is fini 
in aluminum and black. 


THE Gemco Mrc. Company, Mi 
waukee, Wis., has recently built a nev 
factory in which automobile bumpet 
will be made exclusively. The pret 
ent large factory of this company 
completed three years ago. Since that 
time the output has increased mor 
than 300 per cent. The Gemco Mig. 
Company makes a line of auto 
accessories comprising more than 10 
items, but a very large share of the 
business done is in bumpers. , 
the rapid increase in output the bus 
ness on this line soon reached 
proportions that a separate factor) 
for their manufacture was necessaly: 
Two factories are now in operatiol 
The full line of Gemco products, 
the exception of bumpers, 
manufactured in the factory 
three years ago, while the new st 
ture, into which the company 
moved, will be devoted entirely to the 
making of bumpers, etc. 
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Our Fall Catalogue of 
A \ Staple, Seasonable 
@ and Holiday Goods 


HE book you have been waiting 

for as the signal for beginning 
your Fall buying is being mailed. It 
lays before our customers the net 
result of the season’s labors of ten 
i] score skilled buyers who have scoured 
the markets of the world for reliable 
merchandise YOU can sell at a profit. 
You need this book. If you are not 
on the list of those that get it you 
will be sent a copy upon request— 
presuming, of course, that you area 
merchant. 














I | f Eager merchants are already thronging our , 
mportant e sample rooms to make sure of filling their en- 

tire requirements in the goods they expect to 
sell during the next few months. They recognize this year is the time when 
the wise man buys early. You-are invited. 








BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 


DISTRIBUTING HOUSES: 
NEW YORK, CHICAGO, ST. LOUIS, MINNEAPOLIS, DALLAS 
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New Ford to Be Aristocrat 


The new models of the Ford auto- 
mobile are expected to be ready for 
demonstration within a very short 
time. It was reported some little 
time ago that the new Ford automo- 
bile would have a streamline body, 
but none of these reports predicted 
that the new car would be out before 
1917. 

It is said now on good authority 
that the new Ford car will have a 
very different appearance from the 
present one. For season after season 
there was no yielding to the demand 
for new styles of bodies. The Ford 
company rigidly conformed to type. 
Now a streamline hood will be sub- 
stituted for the present stiff “bonnet,” 
a rounded radiator will be used to 
accentuate the effect of sweeping lines 
and the new Ford will have crowned 
fenders. 

According to reports confirmed re- 
cently the company will restrict itself 
to the wholesale distribution of cars 
in the future. The Ford automobile 
will be distributed entirely through 
retail agents. 

Three sweeping changes have been 
made within a very short time. The 
initial one was the reduction of prices, 
which for the first time made a tour- 
ing car available at $360. Then came 
the remodeling of both the car and 
the selling policy. It is now reported 
that 1,000,000 cars are planned for 
next year. 

The Ford company, during the year 
ending July 31, produced 533,921 cars, 
so that the production of next year to 
reach the mark set for it must be al- 
most double that of the past season. 
However, extensions to the main fac- 
tory have been designed to more than 
double the output, so that the report 
of 1,000,000 cars in 1917 is not with- 
out some foundation. 

The general opinion among auto- 
mobile men is that the changes in 
prices will not greatly affect other 
manufacturers of automobiles. The 
cut in the price of the car brings 
into the automobile market many per- 
sons who up to this time were not 
considered as possible buyers. 
























Goodrich Rubber Apron 


The B. F. Goodrich Company, 
Akron, Ohio, has recently placed on 
the market a new rubber apron for 
the use of garage workers. It is said 
to be made of an excellent grade of 
rubber. It completely envelopes the 
wearer from neck to heels and for 
this reason is especially desirable for 





The Goodrich rubber apron in use 


use while cars are being washed. It 
can also be worn while at other 
garage work, as it affords ample pro- 
tection while vulcanizing tires, re- 
pairing automobile parts, etc. 


BUTTERFIELD & Co., Derby Line, Vt., 
manufacturers of taps, dies, reamers, 
screw plates, etc., with factories at 
Derby Line, Vt., and Rock Island, Can- 
ada, have recently completed an addi- 
tion to their plant at Derby Line, 80 x 
175 ft. It is of brick construction and 
has three stories and a basement. A 
wing has been built, one story and 
basement, which is also 80 x 175 ft. 
The main building is being used for 
the manufacture of the regular line 
of products and for the making of 
cutters and drills. The wing will be 
utilized as a stock room. 
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Pacific Treads 


V. K. Sturges Company, 0; 
Cal., manufactures “Pacific” 
for use on worn automobile tires. © 

The main portion of the tread ites 
consists of one continuous piece | 
fiber. The fiber side-walls are 
of specially compounded material t 
according to the manufacturer, 
expand as the tire expands yet canné 
be stretched out of shape. ¥ 

The tread is reinforced with hat 
steel studs, the ends of which 
tightly clinched into a thick in ide 
strip of strong fabric. Another strip 
provides protection between the bag 
of the studs and the casing its 
The “Pacific” tread completely covert 
the old casing and engages ri 
into the head of the tire itself. =~ 

It is said that the “Pacific” tread” 
can be removed or replaced as é ’ 
as the tire. It will not creep, 
slip nor sag when once attached, 
is said that by the use of “Pacific” | 
tread long additional mileage can be 
secured from tires that are practi 
worn out, 







































Iowa Corn Crop Means 
200,000. Motors 


In an estimate based on the Fed 
eral crop report, experts state that 
the Iowa farmers’ corn crop this year 
will be worth $52,320,000 more than 
that of last year, and that this means 
at least 200,000 motor cars in Iowa 
next year against the 175,000 this 
year. This will bring the mark 
to one car for every 13 persons. The 
crop last year in Iowa was 303,000; 
bu. of corn, while there is in prospett 
365,000,000 bu. this year. The sell- 


ing price now is 73c. as against Tle. 
in 1915. 
Scnucnarpt & Scuutre, 90 West 


Street, New York City, have recently 
changed the name of the “K 
Edge” knife sharpener to “K wikway” 
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Brak e@trn ing 400% 


AKE Thermoid point by point and you 
can satisfy yourself most conclusively that 


it is by far the best brake lining on the market. 
WEIGHT. You can take a roll of Thermoid and 


a roll of any woven brake lining of the same width 
and thickness on the market and you will find that on 
an average I hermoid is 50% heavier, which means that 


We put more material into our brake lining. 


FRICTION. Thermoid is 100% friction—it is friction, or 
gripping power, from surface to surface—through and through 
—it has a friction until it gets right down to paper thinness, 
which means that Thermoid will gripand holdany car ortruck 
—it means that Thermoid is the safest brake lining to use. 





MAKE. Note how carefully Thermoid is made. We 
use the highest grade of long-fibre Canadian Asbestos which 
Thermoid is impregnated with a 


wonderful friction compound which also protects it from 


we spin on brass wire. 


the action of oil, gasoline and water. It is then 
folded, firmly stitched and hydraulically com- 
pressed into one single, solid mass. 


For All These Reasons Sell Your 
Customers Thermoid 
Our 
Guarantee 
Thermoid Brake 


Lining is absolutely 
guaranteed to give more 
satisfactory results and to 
outwear any other lining 
manufactured. Not affected 
by heat, oil, water, gasoline 
or dirt! 


Thermoid Rubber Company 


TRENTON, N. J. 


St. Louis Detroit San Francisco 


New York Philadelphia 
Indianapolis Boston 


Chicago Pittsburgh 


Makers of Nassau Tires and Thermoid Radiator and Garden Hosz 
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«Sootless” Spark Plug 


The Oakes & Dowe Co., 15 Chardon 
Street, Boston, Mass., manufactures 
the “Sootless” spark plug. The en- 

















A sectional view of the ‘“Sootless” spark 
plug 


gine end of the plug has a porcelain 
cap so arranged and enclosed that it 
is protected against breakage. There 
is a double explosion chamber, with 
sparking points extending well into 
the mixture. 

The manufacturer states that the 
plug is so constructed that the high 
pressure due to compression tends to 


‘tighten rather than loosen it. Being 


practically oil and soot proof, it is es- 
pecially adapted for use in air-cooled 
engines that use a large amount of 
lubricating oil. 

To connect the plug with a battery 
the cable terminal is placed close down 
on the electrode, below the second nut. 
The knurled nut is screwed down hard 
on the terminal with the fingers, and 
the thumb nut tightened against the 
knurled nut. 

If the plug should become short- 
circuited through the use of too rich 
a mixture, or of too much oil, the shell 
and body can be taken apart by plac- 
ing the slots on the brass body in a 
vise and unscrewing the hexagon shell 
with a wrench. In this way the in- 
side of the plug can be thoroughly 
cleaned. 

The “Sootless” spark plug retails 
for $1.50. 


«A B C” Protractor Square 


The Stamping & Tool Company, La 
Crosse, Wis., has recently placed on 
the market a tool known as the “A B 
C” protractor square, the purpose of 
which is to allow the user to determine 
accurately and quickly the angles used 
in cutting lumber for the various 
members of angle roofs, projecting 
braces for hay racks, stairways, cir- 
cular or tank work, columns, and va- 
rious other forms of construction. 

The tool consists of three members. 
The lower member, as shown 1n the 
upper part of the accompanying il- 
lustration, is equipped at the left end 
with a quarter segment of a circle, 


which carries divisions of a right an- 
gle from zero to 90 deg. in two scales, 
running in opposite directions. The 
divisions on the inner edge of the seg- 
ment gives the number of degrees in 
the angle between the member to 
which the segment is attached and 
the other member which meets it at 
that point, at any adjustment. The 
divisions on the outer edge of the seg- 
ment give the degree to any angle be- 
tween the perpendicular member and 
the oblique member, as shown in the 
illustration, when the former is fixed 
on the lower member at 90 deg. 

According to the manufacturer, the 
“A B C” protractor square enables the 
user to construct many difficult build- 
ing problems very accurately in 
miniature, in very little time, and in 
strict accordance to whatever scale of 
reduction is necessary. Because of 
the rapid mechanical adjustment of 
the tool to the measurements required 
in each case, the user can at once read 
off the length and pitch and mark 
the bevels for each end of the tim- 
ber on the wood. 

The Stamping & Tool Company pub- 
lishes an eight-page booklet, illustrat- 
ed by many drawings, showing the 
various uses to which the “A B C” 
protractor square can be put. The 
explanation of these methods are too 
technical for reproduction here, but 
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The “A B C” protractor qqvare ready for 
use. In the lower cut it shown folded 


are such as would be readily under- 
stood and appreciated by any carpen- 
ter. 

The “A B C” protractor square re- 
tails for $2. 


Rhodes Felt Washers 


James H. Rhodes & Co., 157 West 
Austin Avenue, Chicago, IIl., are now 
manufacturing an extensive line of 
felt washers and gaskets for the au- 
tomobile trade. These are said to be 
made from a good grade of felt, true 
to size, and made to fit exactly the 
parts for which they are intended. 

James H. Rhodes & Co. issue a spe- 
cial circular showing by means of dia- 
grams and lists the various washers 
and gaskets made for Ford and Over- 
land cars. 

This company also packs a special 
assortment of twenty felt washers for 
the Ford car and another set of six 
washers for the wheel hubs, crank- 
shaft and steering bracket of the 
Ford. 
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Motor Restaurant 


The Icy-Hot Bottle Company, Gjp. 
cinnati, Ohio, has recently placed op 
the market a new style motor restgy. 
rant. 

The case is of basswood, a materia) 

















The Icy-Hot motor restaurant 


that is said to show very little ten- 
dency to warp. It is 12 in. high, 15% 
in. wide and 9% in. deep. In addition 
to plates, knives, forks, napkins, eups 
and spoons the outfit contains two 
vacuum bottles or jars and a partition 
for food. 

The lower half of the case contains 
three divisions, two for the bottles or 
jars and the other for food. There is 
also a division above in which an ex 
tra vacuum container can be carried. 

The color of the case is black witha 
finish similar to patent leather, and 
is said to be impervious to water. 


Air-Cure 


The Motor Car Supply Co.,, 181 
Nicollet Avenue, Minneapolis, 
manufactures “Air-Cure,” which is 
described as a special rubber that, 
after being placed on the object to be 
repaired, is thoroughly vulcanized by 
the action of the air. In making 4 
repair on a casing with “Air-Cure’ 
the surface is first thoroughly rough 
ened with sandpaper or emery 
It is then moistened with gasoline and 
a piece of the “Air Cure” rubber 
which has also been moistened with 
gasoline is spread firmly on that por 
tion of the casing which is to be t 
paired. It is said that an inner tuk 
can be treated in the same manner 
and replaced in the casing and 
at once. In repairing casings 
company states that it is advisable 
allow the “Air-Cure” to set for # 
hours if possible. ¥ 

A can of “Air-Cure” self-vuleanit 
ing rubber retails for 50 cents. 


THoucH Pyrex TRANSPARENT 
OVEN-WARE, manufactured by 
Corning Glass Works, Corning, N.Y» 
has been on the market but one ye 
it has been given the distinction 
having a park named in its hon 
The citizens of Corning named te 
new baseball ground “Pyrex 
It was formally opened on July & 
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« Positive Rim-Mover ” 


The Midland Supply Company, 
Davenport, Iowa, has recently intro- 
duced to the trade the “Positive rim- 
mover.” This tool opens the rim, 
locks and contracts it and overlaps 
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The “Positive Rim-Mover” 


the ends in such a way that the rim 
can be removed easily. Three arms on 
the ends of which are strong hooks 
grip the wheel. Pressure is applied 
to these by means of a lever which 
contracts the rim and overlaps the 
edges. It is said that this rim re- 
mover will not spring the rim out of 
shape nor injure it in any way. 

The “Positive Rim-Mover” can be 
adjusted to fit rims of any size and 
can be folded to fit in a tool box. 
The weight when neatly packed for 
shipment is 4 lb. 


J. & B. Timer for Ford 
Cars 


The J. & B. Mfg. Company, Pitts- 
field, Mass., has recently placed on the 
market a new J. & B. timer for Ford 
cars, 

One end of the spring is looped 
around one rivet stud which also holds 
the side members in position. The 
other end rests on the rotor hub. 
This spring is made of heavy music 
wire that is said to withstand severe 
usage without losing its tension. 

The rollers and pins used in this 
timer are made of special stock that 
is hardened and ground to size. The 
timer can be easily installed as it is 
made to fit exactly in place of the 
regular timer with which the Ford 
car is equipped. 

One of the special features of the 
J. & B. timer is the method of lubri- 
cating the rotor. The oil hole in the 
timer housing is of large size. It is 
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The J. & B. timer for the Ford car 


protected from dirt and dust by a 
spring-hinged cover that is located 
on the upper forward side. 

The J, & B. timer for Ford cars re- 
tails for $1.50. 





The Heat-Ometer 


The Heat-Ometer Company, Inc., 
1 Broadway, New York City, has 
recently perfected an instrument 
known as the Heat-Ometer. It is de- 
signed to be attached to the radiator 
cap of any automobile to give warn- 
ing of an overheated condition of the 
motor. It is said that the Heat-Ome- 
ter reveals at once the lack of water 
in the radiator, defective oil or water 
circulation, a broken fan belt, or any 
other condition that will cause the 
motor to become overheated. 

This attachment consists of a cen- 
tral glass tube hermetically sealed 
which contains a fluid that has the 
chemical property of being pink at 
normal motor temperature, but which 
changes to a deep purple when the 
temperature in the motor becomes 
dangerous. When the heat again be- 
comes normal the color reverts to 
pink. 

On one side of the central color tube 
is a panel permanently enameled to 
show the normal color. On the other 

















The Heat-Ometer 


side is a panel illustrating the danger 
color. These are set in etched metal 
rims with a silver background and an 
appropriate inscription in raised black 
lettering. The whole instrument is 
inclosed in a solid metal frame. The 
glass tube which extends into the 
radiator is protected by a threaded 
metal casing with the necessary gas- 
kets and lock washers. 

The Heat-Ometer can be easily at- 
tached. A hole is drilled in the center 
of the radiator cap, the Heat-Ometer 
is inserted and a lock nut tightened in 
the cap. 

The standard size, 3% in. by 5 in., 
sells for $8. The junior size, 3% in. 
by 4% in., sells for $2. These can be 
also supplied surmounted with hand- 
some ornaments, such as the Ameri- 
can Flag, or the symbols of the vari- 
ous fraternal orders at an advance of 
50c. over the list prices. 


THis MonTH Marks the sixth an- 
niversary of the Federal Motor Truck 
Company, Detroit, Mich. From a 
very small beginning in July, 1910, 
with a tiny factory this company has 
during the six years that have elapsed 
advanced to the position of one of the 
largest producers of motor trucks in 
the industry. Statistics of the com- 
pany show an average increase in out- 
put of nearly 100 per cent each year. 
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The « Perfection ” 
Circulator 


The Motor Cooling Systems Com. 


pany, Munsey Building, Balti 
Md., has recently placed on the mar. 
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The “Perfection” circulator 


ket the “Perfection” water circulat- 
ing and controlling atachment that 
replaces either the pump or thermo- 
syphon system on the Ford car. 

It is said that the “Perfection” cir- 
culator allows a definite fixed temper- 
ature to be retained in the motor at 
all speeds. This is done by control 
ling the circulation of the water in 
proportion to the speed of the engine. 

It is said that the Ford motor 
works at a maximum efficiency at a 
temperature of 195 degrees. It is 
claimed that the “Perfection” cireu- 
lator will retain this temperature in 
the Ford engine. 


« A New Angle for Tire 
Users ” 


é 

The Converse Rubber Shoe Com- 
pany, Malden, Mass., has recently pub- 
lished an interesting little booklet en- 
titled “A New Angle for Tire Users.” 
This publication is a simple account of 
tire-making with all the tedious tech- 
nicalities weeded out, leaving merely 
the big essential facts. Each step is 
shown by means of excellent illustra- 
tions and described fully though not 
at great length. 


« Universal ” Shock 
Absorber 


E. B. Collins, Danville, III., has, put 
on the market the “Universal” shock 
absorber for the Ford automobile. 

The “Universal” operates on # 
lever principle. There are no sliding 
parts and very little friction. The 
rear hangers are made of the best 




















The “Universal” shock absorber 


drop-forgings. The regular Ford 
perches are used in the front. ; 

The retail price of a set of “Uni 
versal” shock absorbers for the F 
car is $10. 
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—repeat orders of the same 
product. Fisk Tires are the 
standard of tire value, both for 
automobiles and for bicycles. 


Those who buy 


FISK 


TIRES 


once, buy them again, and 
again. They are a source of 
regular sales, the most desir- 
able and profitable business 
you can have. It will pay 
you handsomely to be able to 
meet your customers demands 


for Fisk Tires. 


























Write Dept. H and let us tell 


you about our Dealers’ plan. 


THE FISK RUBBER COMPANY 


OF N. Y. 
Chicopee Falls, - - Mass. 
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Hardware 


NOTES OF THE RETAIL HARDWARE 


DELISLE, SATKATCHEWAN.—Delisle Bros., dealing in 


nareware and implements, have been succeeded by Pope & 


ATTALLA, ALA.—The Noojin Hardware Company has 
been incorporated to conduct both a wholesale nad Yretail 
business in the following: Belting and packing, bug; whips, 
builders’ hardware, building paper, children’s vehicles, cut- 
lery, dog collars, fishing tackle, galvanized and tin sheets, 
gasoline engines, harness, heavy farm implements, heavy 
hardware, home barbers’ supplies, lime and cement, mechan- 
ics’ tools, oil cloth, paints, oils, varnishes and glass, prepared 
po oa > Bumps, ono Prec oy Magy ame and buggies. The 

iC. 8 R and the incorporators are O. ‘ 
Noojin, J. E. Noojin and C. E. Waldrop. o 25 


MERIDEN, CONN.—Bailey’s Paint & Hardware Store at 
83-85 West Main Street has been enlarged. r 


AUGUSTA, ILL.—George H. Minier has become the owner 
of the hardware store osensins to the Steinbarger estate, 
which has been conducted by ayne Steinbarger. Catalo 
requested covering automobile accessories, baseball goods, 
bathroom fixtures, bicycles, builders’ hardware, children’s ve- 
hicles, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishin 
tackle, furnaces, galvanized and tin sheets, hammocks an 
tents, heating stoves, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, sporting goods and washing machines. 


CATLIN, ILL.—F. H. Meneley, who is moving to new quar- 
ters, has added a stock of heavy farm machinery. Catalogs 
requested on hardware and implements. 


GIBSON CITY, ILL.—William Krudup has remodeled the 
front of his hardware store. 


LEBANON, IND.—The Morrow hardware and implement 
store has changed hands. The Union Hardware Company, 
the purchaser, has put in new shelving and requests catalogs 
on hardware. 


MARKLE, IND.—The branch store of Sorgen Bros., at 
Kenton, Ohio, has been consolidated with their Markle store. 


SHARPSVILLE, IND.—Mendenhall & Slipher have sold 
the stock formerly owned by M. Hoffman & Son to Kirtley & 
pee who have added a complete line of automobile acces- 
sories. 


EAGLE GROVE, IOWA.—The Hull hardware stock has 
been sold to W. W. Waddell and the Roper Hardware Com- 
pany. Catalogs requested. 


ORIENT, IOWA.—Haaf & Twombly have opened a hard- 
ware store here, carrying a stock comprising automobile ac- 
cessories, buggy whips, builders’ hardware, children’s ve- 
hicles, churns, cream separators, glass and cutlery, dairy 
supplies, fishing tackle, galvanized and tin sheets, harness, 
home barbers’ supplies, iron beds, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, sewing machines, shelf Tardware 
and washing machines. Catalogs requested covering wind 
mill tanks and pumps. 


OSCEOLA, IOWA.—Jarl & Gunnar have sold their imple- 
ment business to Frank Wilson. Catalogs requested on 
automobile accessories, baseball goods, bathroom fixtures, 
bicycles, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, hammocks and 
tents, heating stoves, home barbers’ supplies, linoleum, lubri- 
cating oils, oil cloth, paints, oils, varnishes and glass, ranges 
and cook stoves, shelf hardware, silverware, sporting goods, 
toys, games and washing machines. 


PACIFIC JUNCTION, IOWA.—Boyle & Empkie, Inc., have 
engaged in business, dealing in automobile accessories, buggy 
whips, builders’ hardware, building paper, churns, cream 
separators, dog collars, fishing tackle, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, oultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, sporting goods, wagons, buggies and 
washing machines. Catalogs requested. 


PRIMGHAR, IOWA.—Mason & Co. have started in the 
hardware and furniture business. Their stock consists of 
bathroom fixtures, buggy whips, builders’ hardware, building 
paper, churns, cream separators, cutlery, dairy supplies, dog 
collars, fishing tackle, furnaces, furniture department, gal- 
vanized and tin sheets, gasoline engines, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnish- 
ings, linoleum, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, plumbing department, prepared roofing, 
pumps, ranges and cook stoves, shelf hardware and washing 
machines. Catalogs requested. ’ 


SHARPSBURG, IOWA.—The Sharpsburg Hardware Com- 
pany is successor to Powell Bros. In addition to a complete 
stock of hardware a line of Eastman kodaks will be carried. 


WAVERLY, IOWA.—Luhring & Pape have bought the 
hardware stock of H. C. Todd and added it to their own. 


BEAGLE, KAN.—J. H. Bridges has moved to a new loca- 
tion. 


COFFEYVILLE, 


KAN.—The Coffeyville Exchange has 
commenced business at 1021 South Walnut Street. B. J. 
Bowlus, the proprietor, requests catalogs on baseball goods, 
bicycles, builders’ hardware, building paper, children’s vehi- 


cles, cutlery, dog collars, fishing tackle, hammocks and 

heating stoves, iron beds, kitchen cabinets, kitchen he 
furnishings, mechanics’ tools, paints, oils, varnishes 
glass, prepared roofing, shelf hardware, sporting goods 
washing machines. 


ELLSWORTH, KAN.—F. E. Demuth has succeeded 
muth & Shepherd. 


RAYNE, LA.—The Sol. Kahn Company, Inc., has opened 
store, and will do both a wholesale and retail b 
Catalogs requested. 


BANGOR, ME.—A hardware store has been opened at § 
Broad Street by Frank Choate and Russell impson wie 
der the name of Choate & Simpson. -to-date fixtures h 
been installed and new lines added. e firm requests ca 
logs on hardware, sporting goods, paints, oils, varnishes 
automobile accessories. 


REDWOOD FALLS, MINN.—The Crescent Hardware Co 
pany, which has recently started in business, requests cata. 
logs on baseball goods, belting and packing, bicycles, bu 
whips, builders’ hardware, churns, cream separators, cu 
dairy supplies, dog collars, fishing tackle, furnaces, fw 
ture department, galvanized and tin sheets, soline engin 
hammocks and tents, heating stoves, heavy hardware, he 
barbers’ supplies, kitchen housefurnishings, lubricating oil 
mechanics’ tools, paints, oils, varnishes and glass, poul 
supplies, prepared roofing, pumps, ranges and cook stoves, F 
frigerators, shelf hardware, silverware, sporting goods 
washing machines. 


GRANBY, MO.—The Adkins Hardware Company 
doubled its store capacity. The building is now 60 x 100 
Catalogs are requested on 5 and 10 cent goods. 
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LUPUS, MO.—Weisser & Burger have succeeded Alexand 
Burger. 


NORBORNE, MO.—The stock of Mrs. Coldwell & Son 
now owned by Belt & Schifferdecker, who have consolid 
it with their own. 


WARSAW, MO.—The Calbert Hardware Company, wh 
building was destroyed by fire some time ago, has moved 
its new store. The firm’s space has been greatly in 
and a rest room has been installed for customers. 


ULYSSES, NEB.—J. O. Folsom has purchased the 
terest of T. A. Baumgardner in the Ulysses Hardware 
pany. 


SALEM, N. J.—The Smith, Lewis & Powell Hardware Co 
any has been incorporated with a capital of $50,000 to 4 
n bathroom fixtures, belting and packing, cutlery, elect 

household specialties, galvanized and tin sheets, kite 
housefurnishings, silverware, shelf hardware, etc. 
corporators are Arthur B. Smith, Herbert Lewis, Henry 
Powell and Eleazer Smith. 


EMERSON, N. D.—Baker Bros. have disposed of 
hardware business to G. B. Nyhagen. 


MT. VERNON, OHIO.—W. W. Pinson, who has taken 6 
the stock of Willard F. Smith & Co., has changed the nai 
to the Mt. Vernon Hardware Company. Catalogs requested 
on bicycles, buggy. whips, builders’ hardware, churns, cro 
ery and glassware, cutlery, dog collars, electrical ho 
specialties, galvanized and tin sheets, harness, heat 
stoves, heavy hardware, kitchen housefurnishings, lubricat 
ing oils, mechanics’ tools, ranges and cook stoves, refrig 
ators, sewing machines, shelf hardware, silverware, spe 
ing goods and washing machines. 


ALVA, OKLA.—The Hanford Hardware Company 4 
been organized with a capital of $25,000 by Alice L. Hanford 
Neva Hanford and H. A. Matteson. The company will 4 
in bathroom fixtures, belting and packing, bicycles, furn 
cutlery, mechanics’ tools, washing machines, etc. 


ERIE, PA.—E. H. Mehl, senior member of the Mehl 4 
Sapper Hardware Company, has purchased the stock of the 
concern, and will hereafter conduct the business. Mr, Meh 
and Mr. Sapper had been in partnership for the past 27 ; 


UVALDE, TEXAS.—The Southern Supply Company ill 
erect a new building, 80 x 140 ft., which will be ready 0% 
occupancy about Sept. 15. 


CHEHALIS, WASH.—Everett Saindon & Co., doing Ddt 
a wholesale and retail business, have been incorporat ; 
brick fireproof three-story building has -been erect 
100 x 120 ft., with a modern plate glass front. Catalogs f 

uested on automobile accessories, baseball 8, bai hro 

xtures, belting and paces: buggy whips, builders 
ware, building paper, children’s vehicles, churns, crea 
separators, crockery and glassware, cutlery, dairy su pp 
dog collars, dynamite, electrical household specialties, fi 
tackle, furnaces, furniture department, galvanized and 
sheets, gasoline engines, hammocks and tents, harness, 
ing stoves, heavy farm implements, heavy hardware, fh 
barbers’ supplies, iron beds, kitchen cabinets, kitchen how 
furnishings, lime and cement, linoleum, lubricating oils, 
chanics’ tools, oil cloth, paints, oils, varnishes and 
plumbing department, ultry supplies, prepared room 
pumps, ranges and cook stoves, refrigerators, sewing @ 
chines, shelf hardware, silverware, 8 ss goods, tin 
toys and games, wagons, buggies and washing machines. 7 


EAST STANWOOD, WASH.—C. J. Gunderson has sold : 
interest in his hardware business to Oscar Wenberg, and @ 
name of the firm has been changed to Gunderson & Wenb 


BECKLEY, W. VA.—The Raleigh Hardware Com 
will shortly commence the erection of a building at Ma 
to be used as a warehouse to ag the one recent! 
stroyed 4 fire. The company’s business is both who 
and retail. 


“ 


a2 

















Q 


